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The PIECES OF CHARM Chest 
makes an alluring display . . . 
easy to sell because so hard to resist 
. . . particularly when the price— 
only $51.50—is prominently dis- 


played. 
Don’t overlook the opportunity to 













Pieces of Charm Chest 


8 Salad Forks 

8 Ieed Tea Spoons 1 Gravy Ladle 

1 Cold Meat Fork 1 Berry Spoon 
Dessert Server 


1 
To the Consumer $51.50 


8 Butter Spreaders 








PIECES OF CHARM 


cash in on the great merchandising 
success. 


And even if all your trade cannot 
afford the chest, it is such an atten- 
tion-getter that you will have many 
calls for single pieces and smaller 
sets in the lovely new gift boxes. 


For Pieces of Charm window cards and other advertis- 
ing and display helps write Sales Promotion Dept., In- 
ternational Silver Co., Meriden, Conn. 


‘1847 ROGERS BROS: 


g SILVER P LATE 


AEN LERNS TIONAL SILVER COE 
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A NOTABLE PAIR 
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| cee customer may ask for a bit 
that will produce the finest kind of 
boring, probably for use in exacting 
pattern or cabinet work; or he may ask 
for a bit that will meet his demands for 
general, all-purpose boring. In either 
case you can nicely fulfill his desire if 
you have in stock the No. 12 Extension 
Lip and the No. 22 Solid Center Auger 
Bits. 


The fact is that the No. 12 is an ex- 
ceptionally smooth boring tool, one that 
will satisfy the most particular, while the 
No. 22 is an all-around bit, and due to its 
solid center will stand the severest kind 
of boring. 


And because of their Greenlee 
Quality they will assure you of a satis- 
fied customer—the keynote of substan- 


tial sales. 


Write for complete catalog of 
Augers, Auger Bits, Chisels, 
Gouges, Draw Knives, etc. 


Greenlee Bros. & Co. 


Rockford, Illinois 


Eastern Sales Office: 126 Chambers St.. New York City 
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HARDWARE AGE 


Follows Hardware 
HEREVER hardware goes, Hard- 


ware Age is sure to follow. 
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if 1 Hardware is sold everywhere—Hardware 
af Age is read everywhere. 


Oh, 
Wy Each issue contains sound merchandis- 
ed ing ideas—ideas that move merchandise. 
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Auto 
Shows 


NEW YORK CHICAGO 


GRAND CENTRAL PALACE COLISEUM 
Jan. 7-14, 1928 Jan. 28-Feb. 4, 1928 


The Latest and Best in Cars 


The Newest in Accessories 


Also 
A Light Truck Section 
A Shop Equipment Section 


The Shop Equipment Sections will be open to the trade only until 5 p. m.—except 
on the opening day. This will afford factory service managers, wholesale distributors, 
dealers and service station operators an opportunity to inspect in comfort the latest 
developments in service machinery and tools. In the late afternoon and evening the 


exhibits will be open to the public. 

TRADE DAYS—The Trade Days, inaugurated three years ago, will be in force 
again. On Monday and Tuesday at both shows persons engaged in the trade will be 
admitted without charge from 10 a. m. to 1 p. m. 

Tickets for Trade Days and Shop Equipment Sections will be supplied to all who 
are entitled to them, in advance and on application at the buildings. 


Auspices of National Automobile Chamber of 
Commerce, Inc., with the cooperation of 
Motor and Accessory Manufacturers Association 


S. A. Miles, Manager 
366 Madison Ave. 
New York City 
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For further information regarding Morco wrenches write the nearest sales office. 
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\ 7 Still First Choice Everywhere 
U. S. Poultry Fence, the original straight line-wire netting, = 



























































4 is today the first choice of poultry-raisers everywhere. 
They know from experience that it is the only ‘netting 
\ which stretches from post to post under even tension without 
buckling. 
, They know it is the only netting which can be taken down 
P 7 =; and put up time after time without bagging or sagging. 
They have learned that it costs less “put up;” that it 
stretches as readily to steel posts as it does to wood; that it 
gives longer years of satisfactory service. —_ 








~ f They have come to demand it. Nothing else will do. 
U. S. Poultry Fence is creating new records for profitable ma 


sales. Dealers everywhere are “cashing in” on the constantly 
growing demand for this superior netting. If you have not 
been getting your share of this increased business, start now! 


Be sure to specify U. S. Poultry Fence--not just “poultry net- 

















Muncie, : : Indiana 
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Perfect Harmony In Bath Room Fixtures 


The trend of the times is towards perfect har- And remember 8&9 Bath Room Fixtures 


mony in bath room fixtures. In selling #wos are made to last of SOLID BRASS. They 


Bath Room Fixtures for the complete equip- niity tae, ‘Chdie Ged cate tools tk com 
ment of a bathroom, your customers may : : sss tings 


select patterns that will harmonize one with and, quality considered, the first cost is less 
the other. than most customers suppose. 





Ge 


Our latest Catalog illustrates and © 
describes more than 300 beautiful 
designs. 


rae Dts 


Many new items have been added 
to the line. 


Send for Catalog and Latest Price 
List. 


AMERICAN RING CO. 


Waterbury, Connecticut, U. S. A. 


Branch Offices: 















































. Boston—170 Summer St. N York—2 Hud St. 
INGC Toilet Paper Holder San Senestion--aan one natin ng ~~ 
= No. 3770 Chicago—29 E. Madison St. 
IVER JOHNSON Osborne High Grade Punches 
BICYCLES 
VELOCIPEDES 
JUNIORCYCLES Belt Punches Arch Punches 
SHOT GUNS Leather, Workers’, ‘Trimmers a La oa’ Peale’ 
Send for Catalogue and Prices The above tools will please your customers, as well as our 
famous Round and Oval Punches. ‘. e , 
MAKE EVERY DAY COUNT umting Gamtenen, Genter oaty anal Seeaaen aan ee ee 
— pee ne gery ‘iis P See 
Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. ee eee ee eee ‘ 
New York: 151 Chambers St. Chicago: 108 W. Lake St. Ee ee 
San Francisco: 717 Market St. pa ESTABLISHED 1826 oer ee 
. =>, BOLTS “> NUTS 
Wire Products FOSIERSS 
© (2) CAPSCREWS 
for every need ges Personal LE IX§ as in Big Business 


Nails of all kinds, Staples, 
Cambria Fence, Barbless, 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, Wire Rods, 
and Steel Fence Posts to 
standard or special analysis. 


Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections 
of the country. 





BETHLEHEM STEEL A tall . 
General Offices: BETHLE The Foster Bolt & Nut Mfg. Company 


BETH EHEM errs as, an 
Union Ave. and E. 72nd St. 6249 te 6265 West 65th St 
L Telephone Broadway 640 Telephone Hemlock 4484 
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ersrrq PLUMBS 
LEVELS 





Two Feet Four Fold 





EL Olbne7 GerwiS IL 
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No. 7 


Caliper Four Fold 














No. 100 


BOXWOOD 
RULES 


NO, IT ISN’T THE SIMPLEST JOB 
BUT WE DO ENJOY 

THE SATISFACTION . 

OF PRODUCING GOOD TOOLS i 








our yaraware } 


@talog | Buyers 
in| @talo 





HARDWARE COMPANY 


Reg. U. S. Pat. Off. 





TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 
. ESTABLISHED 1854 INCORPORATED 1864 
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Their True Running 
Threads Hold Them 
Permanently in Place 


That is one reason why 
American Screws are the 
choice of experienced 
builders the world over. 


Two other reasons for the 
popularity of these famous 
screws are their evenly cut 
slots and their sharp points 
— guaranteeing rapid in- 
sertion. 


You will be interested in our 
booklet “Wood Screws” which 
tells of the development of 
American Screws over the last 
century. Write for a free copy. 



































MACHINE 
SCREWS 
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Gem Sharpening Wheels 


Prove Superior 


Exclusive in de- 
sign, GEM 
sharpening 
wheels out- & 
sharpen and 
outlast 


The immense demand for MODERN GEM 
household sharpeners and the many fine 
compliments from GEM owners is ample 
proof. 


The MODERN GEM sharpening wheel is 
exclusive in shepe, structure and manner 


of mounting. 


It conflicts with no valid patents covering 
sharpening wheels. 


The MODERN organization, recognized as 
leaders in the hand power tool sharpening 
industry, has developed in the GEM wheel 
a sharpening wheel which runs more true 
and will outsharpen and outlast wheels on 
eny similar household sharpener. 


The many exclusive features found in the 
MODERN GEM make it the most practical 
household sharpener. 


Naturally it sells easier at a good profit. 


The GEM is sold from our factory only 
thru recognized dealers and jobbers. 


Ask Your Jobber or Write Us 





AMERICAN SCREW CO 
PROVIDENCE.R.1U.SA. 
Western Depot: 225 West Randolph St., Chicago, Ill. 


"Put It Together With Screws ” 


74-76 Murray St. 
New York City 








MODERN GRINDER MFG. CO. 


Milwaukee, Wisconsin 


34 No. Clinton St. 
Chicago, II. 
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NOW,,, 


Greater ‘Production of 
Castellated Nuts! 


AMSON & SESSIONS have purchased 
the entire equipment of Hill 
Products Company of Chicago, 
thus assuring unequalled production 
facilities for castellated nuts. 


THE LAMSON & SESSIONS COMPANY 
1971 West 85th Street ++ ++ ++ Cleveland, Ohio 


Chicago - Detroit - St. Louis - El Paso - Atlanta - Chattanooga 
Salt Lake City - Los Angeles - San Francisco - Seattle 


2InSOn & Session ‘I 


Manufacturers of the Most Complete Line of Bolts in the Country 








‘Bolts Look Good! 


. appearance of L & S Bolts is an 
indication of careful workmanship 
and fine materials. L & S Bolts look 
good because they are good. Strong 
—the Smith process gives an increased 
strength of 30%. 


Accurate—the nut always fits on easily 
because of accurate thread. 


Dependable—L &S productsare depend- 
able and L & S deliveries are reliable. 


Specify L & S Smith Process Bolts on 
your next order and check the results. 


THE LAMSON & SESSIONS COMPANY 
1971 West 85th Street - Cleveland, Ohio 


Branch Offices: 


CHICAGO 

DETROIT 

ST. LOUIS 

ATLANTA 

EL PASO 

SEATTLE 
SALT LAKE CITY 
CHATTANOOGA 
LOS ANGELES 
SAN FRANCISCO 

















“Throughout. 
the lifeof any structure 


| GRIFFIN HINGES 
prove worthy of theim- 
portant part they play 


in daily service « « « 


\ 





ERIE PENNSYLVANIA 





vanch Offices__, 
New York, 45 Warren St. 
Chicago, 555 W. Randolph 8t. 
Boston, 124 Pearl St. 
San Francisco, 708 Market St. 








The fastest selling, popular 
priced Torch on the market. For 
the garage, the home workshop, 
the farm. A general utility tool 
to retail at less than $5.00. 


C&L 
EVEREDY 


No. 158 


Hardware dealers who feature 
Clayton & Lambert products find 
the market already prepared for 
them by Clayton & Lambert ad- 
vertising and sales promotion. 


Skilled mechanics and individual 
buyers everywhere recognize 
Clayton & Lambert tools as the 
world’s standard of Quality. 


The Clayton & Lambert line 1s the 
money making line. Get in touch 
with your wholesaler at once—or 
write the factory. 


Clayton & Lambert Manufacturing Co. 
6282 Beaubien Street, Detroit 
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239 West 39th Street, 
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Color in the Home 


Featured in the February 9, 1928 Issue 


A New Movement Offering New Sales 
Opportunities! 


This is the new note in American life. It offers manufacturers an ex- 
traordinary sales opportunity. The makers of cutlery, and kitchen uten- 
sils, of lacquers and paints, are offered by this new movement a selling angle 


which merits the utmost exploitation. 


The hardware merchant will participate to an extraordinary extent in this 
new opportunity for increased sales to the householder and farmer. 


In keeping with this important development HARDWARE AGE will 
publish—A SPECIAL “COLOR IN THE HOME” ISSUE. The feature 
of this issue will be an insert in four colors—red, blue, green and yellow— 
and black, printed on coated stock, showing the various applications of color 
in the kitchen and home. It will serve to instill in the minds of hardware 
merchants the desirability of featuring this new movement in their windows 
and stores. It will emphasize the necessity of “putting up front in their 
stores” the merchandise in keeping with this new demand. 


This emphatic editorial attention offers you as a manufacturer an excep- 


tional opportunity to link up your line with this development. 


WZ. 
BS 


The number of advertisers is limited to twenty-four. More than two-thirds of this 
number have reserved space. We recommend your prompt consideration of your 
representation in this “Color in the Home” Insert. 





Forms Close Jan. 20 


HARDWARE AGE 





New York City 
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A Fresh Start in the 
New Year 


OW is the time to get set 
for a good start in the new 
year. With inventory taking 
out of the way, new methods as 
well as new resolutions are in 
order. This tssue of HARDWARE 
AGE carries an article on the 
Price Book as an opening wedge 
to merchandise control. Better 
profits await the merchant who 
keeps such a record. This ar- 
ticle will be found on page 24. 
At this time HarpwarE AGE 
extends the best wishes of the 
entire staff for the most profit- 
able prosperity its readers have 
ever had. 


Read What They Say 
About Us: 


The big thing that comes to me 
in Ev ECTRICAL Goops and HARDWARE 
AcE is the inspiration that things 
need not be done in the same old 
way to be done well, but that some 
new ways are even better. I par- 
ticularly appreciate Mr. Saunders 
Norvell’s articles, and I hope that 
he continues to write them in Spite 
of his new duties. 

(Signed) Harrison SMITH, 

East Akron Hardware Co., 
Akron, Ohio. 


It is a real pleasure to read your 
magazine. Your information, advice 
and articles are worth a thousand 
dollars to me. 

I haven’t missed reading a single 
copy yet, and am surely looking for- 
ward for the next copies to come. 

(Signed) B. Benpat, 

Bendat’s Hardware Company, 
Chicago, Ill. 
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By Llew S. Soule 











A MATTER OF RECORD 


HERE was a time when business was largely a 
matter of “guess-work” and arbitrary personal 
choice. Today it is a matter of record. 


The old time storekeeper guessed his expense; 
guessed what would sell and what would not; guessed 
at prices and quantities. In many cases he did not 
even bother with an annual inventory, but guessed 
that he had about so much stock on hand. The first 
inventory of one such merchant revealed over $5,000 
worth of merchandise that he didn’t know he had, and 
for which new orders had been placed. Meanwhile 
he was borrowing money to keep the business going. 


That isn’t all his inventory brought to light, but let 
it suffice to say that within a year from the time he 
“woke up” and began a sensible, systematic handling 
of that business, the bank had lost one of its star 
borrowers, and for the first time in his business career 
he knew how he stood financially. 


Business records are business guide posts. If they 
are of the right kind and properly handled, they tell 
the merchant where to go, and how to get there. If 
they are not of the right kind, or are improperly kept, 
they are merely expensive detours. 


There are certain things which every merchant 
should be able to calculate with a fair degree of ac- 
curacy from his records. These include: the amount 
of stock on hand of the various items; the quantities 
which should sell for any given period; the expenses 
(itemized); the cost of doing business; the rate of 





turnover; the money he owes and the money owed to 
him, ete. 


A comparatively inexpensive system will give the 
worth-while information, and it is essential not to 
overstep the mark. If a record is only an accumula- 
tion of data which has no value, it is red tape. Re- 
member that system builds business, while red tape 
merely builds a machine, the most noticeable feature 
of which is the upkeep. 


The first thing for a merchant to do, therefore, is 
to determine what information he needs concerning 
his business; the next is to find the method for getting 
that information in the easiest and most economical 
way. The ordinary hardware store requires but one 
bookkeeper. Any system which one person cannot 
easily keep up to date is very likely burdened with 
red tape. The simpler the records are, the better; 
We 


have in mind a price book which not only gives all 


provided they give the necessary information. 


the necessary price information but also acts as a 
buying guide. 


Every merchant should have an accounting system 
which he himself understands; records which he him- 
self can interpret, and for which he has a definite use. 
There are too many merchants whose accounting sys- 
tems are “Greek” to them—yet all records can be made 
simple and understandable. 


The first commandment of business today is “Know 
Your Business”; and the second is like unto it, namely: 


“Be Absolutely Sure That You Know.” 
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Methods for the New Year 


Here are a few suggestions that may help you to enjoy a greater 
measure of happiness and prosperity during the year 1928. 


1. Collect past-due accounts: 


By a carefully prepared series of three collection let- 
ters, each becoming a little more emphatic. 


By a call and an explanation that the money is badly 
needed, with which to carry on business. 


sy taking a negotiable—or even a non-negotiable 
note—in payment for the same. 


sy arranging a system of weekly or monthly pay- 
ments on the indebtedness. 


By the garnisheeing of wages or salaries. 


sy legal pressure as a last resort. 


. Speed up stock turnover: 

By purchasing reliable and nationally advertised 
goods. 

sy good window displays and seasonable, timely ad- 
vertising which supplements such displays. 


3y reaching the store mailing list once every three 
months at least, with a real sales message and definite 
sales suggestions. 

By keeping slow sellers weeded out, and the stock 
live and clean. 

By giving the best possible values for a fair price in 
return. 


By courteous and prompt service. 
sy the cordial adjustment of all just complaints. 


By using manufacturers’ selling-aids intelligently and 
conscientiously. 

By studying the goods and their merits, and selling 
them on what they will do, and the convenience, com- 
fort or economy their use will effect. 

By making each customer feel that his needs and 
welfare are of paramount importance and so holding 
his patronage. 

By arranging sales events and reaching out for new 
customers to stimulate trade volume. 


. Increase the employee’s interest in the business: 
By showing an interest in the employee. 

By arranging salaries commensurate with the value to 
the business of each employee. 


By conferences and sales study groups which will 
increase the employee’s knowledge and show him the 
business needs, and just how the different departments 
must articulate their work. 


By reasonable consideration of employees in relation 
to holidays and. time off. 


By recognition of especially good work in the han- 
dling of the individual sale. 

By recognition of increasing efficiency and loyal ser- 
vice. 

By some system which calls for suggestions from 
employees on the betterment of the service, with pay 
for usable ideas. 


. Meet mail order competition: 


By offering good values. 

By a cheerful policy of refund or exchange. 

By pointing out the advantage of being able to examine 
goods, and making a careful selection before spending 
the money—in place of buying a cat in a bag. 

By educating the public on the fact that money which 
goes out of town does not pay taxes or help build up 
the community in any way. 

By a canvass of the amount of mail order business 
done in the local territory, and by direct advertising 
to interest mail order buyers in home offerings. 

By cultivating the spirit of reciprocity in the commu- 
nity welfare, and local business prosperity. 


By greater efficiency of store sales force. 


. Advertise to good purpose: 


3y making an annual advertising appropriation 
budget. 

By a careful advance decision as to best possible dis- 
tribution of such a budget. 

By careful preparation of all advertising matter, suf- 
ficiently in advance of its use to revise it and correct 
proof. 


By the careful placing of all such advertising. 


By advance contracts to insure the lowest prices on 
publicity. 

By systematic filing of advertising matter with accu- 
rate records as to results gained. 

By strict truth in advertising and avoidance of knock- 
ing, exaggeration or dull advertising material which 
will not interest. 

By avoiding flippant or stilted forms, cultivating rather 
a straightforward, straight-from-the-shoulder and 
definite style which actually tells what the prospect 
ought to know. 

By using suitable illustrations, borders ard plenty of 
white space. 

















HARDWARE AGE for DECEMBER 29, 1927 


19 










































































OES your inventory show that your business is in order? Are new 

methods more important than new resolutions? Now is the 

time to institute such new methods and carry them out faithfully. 

Meanwhile Hardware Age will start another year of service, gathering 

the best methods and experiences to present for your consideration. 
1928 will be a good year if we all do our part. 
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Don’t Make Good Resolutions. 
Fix Things So You Can’t! 


By Saunders Norvell 


ELL, here we are with an article between Christ- 
Wie and New Year’s. I have been trying my 

best to think just what I did and where I went 
last New Year’s Eve. Finally, after quite a good deal of 
work upon the machinery of my memory, I have a dim 
recollection. Then I had to think out just where I ate 
Christmas dinner a year ago. That finally came, to me. 
So many things are happening these days, and they are 
happening so fast, that if one keeps a diary and should 
fall behind a week, he would be completely lost when he 
attempted to write up the diary. I try to keep a diary 
too—that is—a sort of diary, but I think I will give it 
up. I get behind too often. 

* * * 

Then I am meditating on whether, at the end of the 
year, I am a better man than I was a year ago. I have 
weighed this matter carefully and I have come to the con- 
clusion that I am no better and no worse. Unfortunately, 
| am exactly the same. So I wonder whether I should 
make any good resolutions for the new year. I think 
not. I do not think it is worth while. I think I will be 
exactly the same, if I live, at the end of 1928 as I am 
today. 

2 ae 

| am actually convinced by my experience in life that 
I have never changed. I have never changed for the 
better or for the worse in my entire life. I have always 
heen exactly the same. I started out as a certain kind 
of microbe and I am still that microbe. Nor do I think 
that you have changed. I think you are exactly the 
same as you have always been. Now, of course, this 
means in fundamentals. It does not mean that with a 
different environment you might not lead a different 
life. In all of our lives there are opportunities and there 
is a lack of opportunities. Sometimes when we have the 
opportunity to fulfill our desires, we apparently change 
hut, as a matter of fact, we do not change. 

kk OF 

I was once on a criminal jury. The defendant testi- 
fied that he was very fond of eating. He ate very rich 
foods. As a result of his carelessness in eating, he 
developed dyspepsia or some other stomach trouble. This 
defendant was arrested and for a long time was kept in 
prison. He testified that the simplicity of the prison diet 
and the regularity of the meals cured his stomach trouble. 
However, in my opinion, the mere fact that he was com- 
pelled by circumstances to do certain things did not 
change the man. He lost weight. He improved in ap- 
pearance and he had better health, but fundamentally he 
was exactly the same man. The chances were that 
when he was without restraint, he would go right back to 


his old habits. . 
x Ok x 


Following this line of philosophy, if we decide that we 
cannot change ourselves and that we cannot change 
others, the thing to do, if we desire to bring about certain 
results, is not to attempt to change people but to sur- 


round them with circumstances that will compel them 
to do the things that we desire or that may be for their 
good. 

* 

Recently, leaving New York, I had occasion to visit 
a small manufacturing city in the northern part of the 
State. At a dinner given by The Chamber of Commerce 
of this city, 1 had the pleasure of observing three hun- 
dred and fifty of the leading men and women of this 
village. I studied them with interest. In appearance 
they were very different from a similar gathering in 
New York City. They were thinner. Their eyes were 
clearer. They looked far more healthy than the average 
New Yorker. 

*k ok Ox 

Now I do not believe that, based upon a study of the 
average of human nature, the character and desires of 
these people were very different from the character and 
desires of the same number of people from the same 
class of society in New York City. The difference was 
brought about entirely by the difference in the lives 
they lead. This was a manufacturing town. The open- 
ing whistle of the mill blew very early in the morning. 
No doubt members of all of these families worked in 
the mills. It was necessary for them to get to work 
early. Therefore the entire family rose early and had 
an early breakfast. This daily early breakfast would 
naturally affect the habits of the whole family. In order 
to get up so early, they would, in self-defense; in order 
to secure enough sleep, all go to bed early. Going to 
hed early most of the time, they could not attend late 
suppers, theater parties and dances almost every night. 

Now, in my humble opinion, one of the greatest ad- 
vantages of going to bed early is not entirely the amount 
of sleep you get. It is the fact that usually, in our bed- 
rooms, we breathe better air and I believe that breathing 
good air, or at least, better air, for a number of hours 
out of the twenty-four is exceedingly beneficial. One 
trouble, I gather, with the average New Yorker is that 
in the kind of life he leads, i. e., a great deal of night 
life, he breathes a lot of exceedingly bad air. As a result, 
when I compare the New Yorker with a citizen of this 
small manufacturing town, the average of health is very 
much on the side of the smaller town. 

Then again, the chances are that average New York 
audiences enjoy much larger incomes, or, at least. 
are better spenders, than the citizens af this small place 
They indulge themselves more freely. They eat more. 
They drink more. Their meals are more irregular. The 
consequence is that their appearance is very different. 

oe we 

However, to sum it all up, I do not think that funda- 
mentally, i. e., morally or intellectually, one class of 
citizens is very much different from the other. One 
class does not live in apartments. They live in their own 
homes. Living in their own homes leads to more exercise 
going. up and down stairs and taking care of these 
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homes. One gets very little hard exercise in a small 
apartment. This also leads to a difference in the appear- 
ance of the two classes of citizens. 
bre 

However, to get back to ventilation, in my opinion 
the science of ventilation is one of the most important 
things that has to do with our living and, strange to say, 
it is one of the things to which we give the least thought. 
We Americans, as a nation, suffer from colds. We have 
catarrh. We have throat troubles. We have recurring 
waves of influenza. I am inclined to believe that bad 
air and bad ventilation have about as much to do with 
these disorders as anything else. You will notice that 
at just about this time of the year, Christmas and New 
Year’s, we always have epidemics of colds. You will 
also notice that it is just about this time of the year 
that all of us are trying to get along with a minimum of 
sleep and the smallest possible amount of fresh air. We 
are also stuffing ourselves with food and indulging all of 
our desires in the hope of having a good time. All of 
these things work together to lower our resistance and 
vitality and so we develop some beautiful colds. 

x * x 

No, after giving the entire matter of New Year’s 
resolutions very careful consideration, I have decided 
not to make a single good resolution. I am, however, 
going to light a cigar, sit in an easy chair and size myself 
up. I am going to say, for instance: 

“Old boy, you have this weakness and you have that weak- 
ness. Now, if it is possible in the New Year, I will fix things 
so that, even if you want to, you cannot indulge these par- 
ticular weaknesses. I am not going to take any chances 
on you. You have proved yourself, over a long period of 
years, entirely undependable, with only the will power of 
a jelly-fish. So I am not going to count on you any more. 
If I wish you to have only so much money to spend, I am 
going to fix it by a trust, or in some other way, so you cannot 
get any more money. If you are eating too much, I am going 
to fix it with the cook so nothing will be brought to the table 
except the things you should eat!” 


[ see how I can solve many of my problems by fixing 
things in advance—by putting the matter of decision 
entirely out of my own power; in other words, by fixing 
up a system which will compel me to de things, whether 
I wish to do them or not. 

* * * 

However, there is one thing I do not know how to 
manage, viz., what system can I adopt to compel myself 
to go to bed early? Even when I come home at a rather 
late hour and I look at some good books on the table, 
I will turn on the electric light, sit in the easy chair and 
start reading. Then when I become interested in the 
book, I go on reading until all hours of the morning. 
How can I cure this? Now, making a resolution to 
go to bed at ten o’clock every night would be ridiculous 
because I know very will I would not keep the resolu- 
tion. The only method I see of fixing things at present 
is to hire the policeman on the beat to come in at a cer- 
tain hour every night and, by main strength, force 
me to go to bed. Possibly for a dollar, he might be 
willing to knock me out in the evening and drag me 
upstairs! He might charge two dollars, but I think it 
would be worth it. Of one thing I am absolutely sure— 
that is—if I depend upon my own will power; upon my 
own reasoning, nothing will be accomplished. 

* * * 

Last night, for example, I picked up a life of Abraham 
Limcoln. I opened it casually to a chapter that was all 
about the hats worn by Abraham Lincoln. Just think, 
a chapter on nothing but hats! However, it was a very 
interesting chapter. Lincoln started out as a boy wear- 


ing a coonskin hat. The tail of the coon hung down over 
his neck. A little later in life—that is—the period when 
he was a general manager of a flat boat on the Missis- 
sippi River, he wore a soft black felt hat. After a while, 
when he was admitted to the bar and became a politician, 
he wore a plug hat, or a ‘“‘stove pipe.” This chapter went 
on to tell how Lincoln used his plug hat as a file for his 
current papers. Clippings from newspapers, bills and 
statements, letters, answered and unanswered, all were 
carried in his “stove pipe.” There is a letter extant 
written by Abraham Lincoln in which he apologizes to 
a client for not answering his letter because he bought 
a new hat and inadvertently left this letter from his 
client in his old hat. In other words, the Baker and 
Vawter Filing System of that day and generation was in 
the hats of the citizens. 
x * * 

I read a lot more about Lincoln, but today, in my office 
at 31 Union Square, when I attempted to think of the 
name of the author, I could not remember it. However, 
at this point, my intelligent secretary tells me that she 
paid for this book out of my checkbook and that she 
always puts on the stub what the check is for, so, by re- 
ferring to the stub, we find that the name of the book is 
“Abraham Lincoln, the Prairie Years,” by Carl Sand- 
burg, price $3. Well, I am just waiting to get home 
tonight to sit in my easy chair by the table lamp and 
read some more about Lincoln! There may be a peculiar 
twist in my mind, but when I am interested in a great 
character, I like to know all about him—every little 
detail. 

‘ es 

For. instance, I happened to notice that Sandburg says 
that in his boyhood, Lincoln wore Indian moccasins. As 
a young man, he wore rawhide boots. When he became 
a lawyer, he donned carefully made calfskin shoes. 

. © © 

While I have read only a few chapters of this book, 
I can recommend it. You know, it is not necessary to 
read an entire book to know how good it is. I am just 
conceited enough to believe I can judge a book by read- 
ing one chapter anywhere. 

x Ok Ok 

The other night I wasted an hour or two on a most 
absurd book. It is called: “Right Off the Map.” It is 
supposed to be a take-off on modern international con- 
ditions. I will not mention the author’s name because 
I am sorry for him. However, this book did serve one 
good purpose. It was perfectly fresh and clean and so 
I mailed it to a friend of mine as a Christmas present. 
Now, this friend may enjoy it. I find a wide difference 
of opinion about books. 

* ok Ox 

I read in the papers that President Calvin Coolidge 
was asked by a reporter what he proposed to do when 
he retired. The President answered: “Go home and 
whittle.” So I just picked out an attractive pearl-handled 
pocket knife, had the President’s autograph engraved in 
the pearl, wrapped the knife up in the newspaper article 
and mailed it to the White House. Today I received a 
large handsome photograph of the President, with a note 
in his handwriting at the bottom, reading: ‘‘In full pay- 
ment for the knife. Yours sincerely, Calvin Coolidge.” 
Of course I was delighted to have this picture and the 
autograph, but I was also pleased to note that the 
President is aware of the old superstition that knives can 
be bought and sold but that they should never be given 
free, gratis, for nothing, between friends. What also 
impressed me was the fact that it did not take Calvin 

(Continued on page 46) 
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Show Card Writing for the Beginner 
Final Chapter on the Roman Alphabet 


By Joseph Bertram Jowitt 


HE Roman letters V, W, X, Y, Z, complete the 

instalments on this alphabet. These five letters 

are known as the angle letters ; the strokes compos- 
ing each letter are all about the same angle. The basic 
part of the letter 


Because of their rounded and curved lines, all open 
or round letters such as AC DGLOPQRSTU 
V W X Y should be spaced claser together than the 
square letters E F HI K M N Z. For instance the 

letters in the word 





“V” requires but 
two single strokes 
—the spurs at the 
top finish off the 
letter. The letter 
“W” being com- 





HIM should be 
spaced further apart 
than the letters in 
the word LAW. 
The term “single- 
stroke” is not in- 
tended to convey 





posed of two V’s re- 
quires just four 
basic strokes. The 
letter X being one- 
half of the letter Y. 
The practice strokes 





the impression that 
each letter is 
formed entirely 
with one single 
stroke but by the 
fewest possible 





shown on bottom of 
plate are intended 


strokes from a 
brush which is so 





for the beginner to 
copy before he at- 
tempts to do letter- 
ing. To success- 


perfectly construct- 
ed that but one ap- 
plication is neces- 





fully master all the 


sary to each indi- 





angle, curved and 
circular strokes 
composing all the 
different letters it 
will be necessary 





PUM XXXX COO 


vidual part of a 
letter. The begin- 
ner should first fill 
the brush with ink, 
then work it out 








for the beginner to 

have a correct structural formation of each letter firmly 
imprinted in the mind’s eye. Otherwise preliminary 
practice on drafting, formation, or the movements to 
successful lettering will be misdirected. 

The best way to become familiar with the fundamental 
principles governing correct letter formation is to place 
a piece of plain white or tracing paper over these letters 
and trace them out with a pencil, brush or stub lettering 
pen. 

The all important question on the minds of all begin- 
ners is—how may I acquire SPEED and still have my 
work appear legible? Speed is the result of concentra- 
tion and application only, and authentic copy and much 
practice is the only solution. This should not be spas- 
modic, twenty minutes every other day or so, but one- 
half hour every day until the beginner learns the “feel” 
of the brush. 

The spacing and laying-out of letters on a show card is 
every bit as important as the formation of each letter. 
Poor lettering accurately spaced will present a better 
appearance than perfect letters poorly spaced. There 
is no set rule governing the space between letters and 
words. The whole thing is gaged by approximates until 
the eye becomes trained to judge mechanically the proper 
distances between letters and words. 


flat on a piece of 
cardboard until the hairs are fan shape and make each 
stroke boldly. Do not try to form letters by little short 
strokes ; the long sweeping single strokes will soon come 
to the one who keeps on practising. The care of the 
brushes will have much to do with their long life and 
performance. They should be washed each day and 
placed away to dry with the water pressed out between 
the fingers. 

Next in importance to the lettering comes the planning 
and general lay-out of a show card, and there is a great 
deal more in spacing than one would think. A show 
card which is carefully laid out is practically half done. 

First find the center of the card and draw a light 
pencil line through the card. This will help to divide the 
words equally at the right and left of the perpendicular 
line. A word which has an even amount of letters like 
HARDWARE the line would come between D and W. 
A word like WHEELBARROW with eleven letters, the 
center line would come directly through the letter “B”. 

The lettering should be laid out or sketched with a 
single faint pencil line and after card is completed the 
pencil lines can easily be erased with a piece of art gum 
eraser. 

Another very important thing is the proper selection of 
show card brushes and supplies. It will only be necessary 
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be 
vy 


inches. 


The cards 
duced on this page 
measured 11 x 14 
They are 
done in the show 
card roman letter- 
ing of the lesson. 
Gray borders make 
a very attractive 
card. 
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repro- 





Beauty and 





® 














for the beginner to purchase three sizes of Red Sable 
show card brush numbers 6, 8, and 12; with these three 
sizes he will be able to do the general run of show card 
work. Three two ounce bottles of show card colors, 
Red, Black and Blue, any of the following makes will 
prove satisfactory: Devoe, Bissels, Carters, Davids or 
Wills. 

In practising remember always to draw the top and 
bottom guide lines and never trust to your eye to keep 
letters of uniform height. One inch and a half to two 
inches is the best height. 

The Roman alphabet shown herewith is about the 





Featherweight 














Refinement 














easiest for the beginner to learn and is probably the most 
used of all alphabets by the professional show card 
writer. 

A great many beginners imagine that there is a special 
knack of holding the red sable lettering brush. Such 
is not the case. The brush should be held in an easy and 
natural position precisely in the same manner you would 
hold a lead pencil between the thumb and first two 
fingers as far down the handle as the metal ferrule. In 
this position one has absolutely complete control of the 
brush when making each single stroke and the hand is 
not apt to shake. 














TEN RULES FOR PROSPERITY 


. Be alert with present day conditions. 

. Do not attempt to run a one-man business trying to 
do everything alone. 

. Take an occasional day off for relaxation and exer- 
cise. 

* Insist on business efficiency by the development of 
efficient employees. 

5. Maintain a practical system, but do not allow it to 

get into the rut of red tape. 


wo ne 


* 





. Do not get into the habit of doing the little things, 
because it is false economy. 

. Evolve every opportunity for enlargement, and pass 
the temptations for things that are small. 

. Frequently take a measure of yourself, and an in- 
ventory of your merchandise. 

. Do continuous advertising and be truthful. 

. Maintain active interests in the doings of your Na- 

tional, State and Local organizations. 


Cie Co SF A 
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, Flatbush,” maintained while he was in the hardware busi- 
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Showing a sample sheet from the Harpware AGE price book as used by Helmus Bros. Amounts and prices are fictitious. The 
cost code used here is very simple, X being O and A is 1, B is 2, etc. This record, as explained thoroughly in the story, provides 
fundamental facts you should know about your business. 


The Price Book is the Opening Wedge 


to Merchandise Control _ 


HE proper control of business will undoubtedly 

be one of the major topics of discussion in the vari- 

ous state hardware conventions during the coming 
convention season. Economists and leading business 
authorities are strongly emphasizing the increasing im- 
portance of proper records, properly kept. 

Their advice is not confined to manufacturers and job- 
bers, but is aimed at the retail merchant as well, since he 
is the connecting link between the manufacturing and 
producing factors of the industry, and the ultimate con- 
sumer. Facing as he does, the most intense competition 
he has ever known, it is now absolutely necessary for 
the retail merchant to hold his business in complete con- 
trol at all times. This, he can do only when his business 
records are such as to keep him fully informed on all 
phases of that business. 

One of the most important records in the modern 
efficiently managed retail store is a well arranged price 
book, systematically kept up to date. Such a book should 
be not only a convenient record of prices, but a virtual 
guide to the merchant’s buying. Through it he should 
be able to tell the seasons at which various items sell best 
and accurately estimate the proper quantities to buy for 
any given period. Thousands of dollars can be saved 
yearly simply by fitting the quantities of merchandise 
purchased to the seasons in which that merchandise sells. 
The right kind of a price book, handled in the right way, 
prevents over buying and guards against shortages. At 
the same time it smokes out the loafers and shelf warmers. 

J. J. Snyder, Brooklyn, N. Y., known as “Snyder of 








ness, a reputation for keeping complete and accurate 
records of costs, prices, investments, sales and profits. 
From those records he was always able to ascertain 
quickly any minute detail of his business, or answer any 
query pertinent to it. 

Two years ago when Mr. Snyder retired, his former 
associates Herb and Louis Helmus opened up their own 
store on Rogers Avenue, Brooklyn. When the opening 
order for the Helmus stock was placed, Herb Helmus 
started his price book. Thanks to his training with Mr. 
Snyder, he not only appreciated the importance of such 
a record, but he also knew the kind of book best adapted 
to furnish the information he needed, and the proper way 
to use it. 

Needless to say, he purchased a Harpware AGE Price 
Book, and for the past two years has used it constantly. 
“We selected this particular price record,” he said, “be- 
cause it provides just what a retail merchant needs in the 
way of price and kindred data.” The binder is of the 
loose leaf type, and Mr. Helmus has added two hundred 
pages to the original fifty which came with the binder. 

The sample price record sheet reproduced in connec- 
tion with the article is based on a page picked at random 
from the price book at the Helmus store. For obvious 
reasons, fictitious cost code marks and selling prices are 
given. Imaginary sources of supply are also listed. The 
sample, however, is a true guide to the method employed, 
and, with the exceptions noted, represents a faithful copy 
of an actual record in the Helmus book. The classifica- 
tions at the top of the different columns, are sufficiently 
clear to make the keeping of a similar record a mere mat- 
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ter of routine. The caption under the illustration gives 
a complete and comprehensive explanation of that par- 
ticular record sheet. 

When we suggested to Mr. Helmus that the average 
retail merchant desiring to open a price record, would 
find the close of his inventory an appropriate time to 
start, he replied: “The best time to do anything is now, 
and that is particularly true with regard to a price record. 
[f any merchant will start now, from scratch, making the 
first entries on goods purchased today, then follow 
through with his program of entering purchases and 
correcting his book daily, as occasioned by new quota- 
tions or re-orders, he will soon have an invaluable busi- 
ness record. To any such merchant I strongly recom- 
mend the HARpwARE AGE Price Book, because it was 
obviously designed by some one with a practical knowl- 
edge of the retail hardwareman’s problems.” 

Mr. Helmus has not found it practical to mark the 
price on all the merchandise his firm carries in stock, 
which means that he makes constant references to his 
price book. Quotations on the ’phone are quickly and 
conveniently handled, and there is no occasion for trust- 
ing to memory on prices which are fluctuating. A com- 
plete set of alphabetical index tabs come with the price 
book. Mr. Helmus suggests that the dealer secure some 
plain sheets of fairly stiff paper, the same size as the 


price book sheets, and attach the index tabs to them. The 
index pages can then act also as dividers for the alpha- 
betical sections. The tabs can, however, be used on the 
regular price book pages. 

The main thing for the merchant to remember is that 
no record is good unless it is constantly kept up to date. 
It takes but a few minutes each day to make the proper 
entries in your price book, and the process is so simple 
that any one can do it. 

When ready to order any particular item, the merchant 
first ascertains the quantity on hand and enters it in 
the proper column in his price book, together with the 
quantity ordered, the firm from whom the purchase was 
made, and the date of the order. When the goods have 
arrived and been checked, and the costs figured, the other 
price book entries can be easily made from the invoice. 

After one year’s use of such a record, the dealer can 
turn to his price book and see just how many of any 
particular items were sold between the dates of orders 
and re-orders. From this he can easily estimate the 
quantities he should buy for any similar periods. 

Meanwhile he has a readily accessible record of costs 
and selling prices to insure him against price errors. 

By all means start a price book. It is the opening 
wedge to merchandise control and eventually to better 
profits. 


“Endless Chain” Merchandising Dealt Blow 
by Supreme Court of the United States 


ERCHANDISING through the mails by the 

“endless chain” method has been dealt a severe 
blow by the Supreme Court of the United States, in 
denying the application of the Tribond Sales Corpora- 
tion of New York for a writ of certiorari to review the 
decision of the Court of Appeals of the District of Co- 
lumbia sustaining a “fraud order” issued against that 
concern by the Post Office Department, it was announced 
today by Postmaster General New. 

Horace J. Donnelly, Solicitor of the Post Office De- 
partment, before whom the case was originally heard, 
declared that the decision has far-reaching effect, and will 
enable the Department to again protect an unsuspecting 
public from this form of gamble and deception through 
the mails. Mr. Donnelly says that since the inauguration 
of the Tribond scheme for the sale of silk hosiery by the 
coupon endless chain method hundreds of similar enter- 
prises have sprung up all over the country. The articles 
sold through these chain schemes which the credulous 
hope to obtain for a small fraction of their value, run 
from golf balls to automobiles for the men, and from 
kitchenware to lingerie for the women. Italian villas 
are not excepted. 

According to information reaching the Department, if 
a member of any family in the United States has escaped 
the pressure to forge a link in the “endless chain” sys- 
tem, it is a rare exception. 

Complaints against these schemes have been received 
from State authorities, Better Business Bureaus, trade 
bodies, merchants, manufacturers, as well as from vic- 
tims lured into the scheme by the age-old bait of that 
“something for nothing” myth. In the Tribond scheme 





the lure was the hope of getting “S10 worth of hosiery 
for $1.” Each chance-taker was, however, first required 
to hazard the sum of $4 for four coupons. But before 
each adventurer even up to the fifteenth link in the chain 
of this lone scheme could win the $10 prize, additional 
investors to the number of 1,549,681,956, which is around 
the total population of the entire earth, would have to 
be found to advance the stupendous sum of $4,649,045,- 
868. ‘ 

The “endless chain” selling scheme was prevalent a 
decade ago, and since that time had, until resurrected by 
the Tribond concern a short time ago, been successfully 
suppressed by the Post Office Department under the 
postal fraud and lottery statutes. © 

The chain scheme requires but little effort and ex- 
pense to start. Once started it is kept in motion by the 
investors until the inevitable collapse, those early in the 
chain profiting at the expense of later adventurers. 


Got a “Run” on Locks 


There are good profits in the sale of locks and espe- 
cially padlocks. A hardware retailer in Buffalo sep- 
arates his locks into groups by their uses and places 
them in his biggest window regularly every six weeks 
with placards describing the many uses to which each 
type of lock can be put. 

In the display there were nine groups extending from 
garage locks to desk locks. The locks in some cases 
were especially priced. This also served as a reminder 
to the man who needs a few locks here and there about 
the place but never can remember to get them. 
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T was decided last week that the ideal woman clerk 
in your hardware store is practical, orderly, artistic, 
economical, thorough and sympathetic. We might 

add moreover, that she is young enough to take a special 
interest in developing herself and her salesmanship 
ability, and yet a bit “settled down” so that business 
comes first. Most of the men employers know exactly 
what they do not want, but feel that the desired type is 
not always available. They agree that Miss Flapper is 
entirely out of place. So also is Miss Rough and 
Ready as she soon becomes too informal with both cus- 
tomers and clerks. They further object to the high cost 
of running a matrimonial bureau in connection with the 
store. A too attractive young saleswoman will just about 
be able to remember the cost code, when wedding bells 
instead of cash register bells will ring. Other young 
women who are seriously going in for some sort of a 
career, do not feel that the hardware opportunity holds 
out much of a future. 

Let me introduce Miss Jean Gray, a university gradu- 
ate who is in the hardware department of a large depart- 
ment store. She is both attractive and sensible looking, 
is just the sort you yourself would choose, and the man- 
ager in pointing her out could not say enough in her 
praise. I scented a “story.” At last the hardware busi- 
ness was attracting the Woman College Graduate! But 
when I talked with her, the real truth came out. 

“Did you choose a hardware position because you were 
attracted to this particular line?” I asked. ‘Well, no,” 
she said a bit hesitatingly. Then she smiled very frankly 
and said, “I took the job because I didn’t get the teaching 
position I wanted.” 

I didn’t press for details, although I would be in favor 
of her as a teacher. “Are you going to keep on in this 
work?” was my next question. 

I found she was undecided, chiefly because of the low 
salary. She was thoroughly interested, was keen about 
all the new things constantly appearing, and liked the 
selling game, but having four years of college expense 
back of her, a fifteen to twenfy a week proposition did 
not seem adequate. 

A customer was waiting for her, so she left before I 
could remind her that there is always room at the top, 
that there are women in large stores throughout the 
country, who are drawing good salaries as heads of 
cutlery and houseware departments. However, they 
have in most cases, either served a long apprenticeship, 
or have been given such responsibility under unusual 
circumstances. 





A Woman Clerk 


in your 


Hardware Store 


(PART III) 


By Alice Jackson Wheaton 


But in the last few years both in large and small towns 
there is available as saleswomen a new group, and the 
department stores are already utilizing them to quite an 
extent. For some very interesting changes in domestic 
conditions have been going on right under our noses. 
Real estate agents will tell you of a shift or migration 
that is taking place among the so-called middle classes. 
Detached houses with yards for the kiddies are being 
given up as the children grow older. The next stage, 
after the children are married off, for in these days the 
marriage altar and the cradle seem only a jump apart, 
is of course the apartment or apartment hotel. In any 
case housekeeping has been reduced to its lowest terms, 
and the woman with no family or with her family par- 
tially or entirely raised, finds herself with not enough 
to do around the house. Many are seeking ways and 
means of adding to the family income. If they were 
saleswomen before their marriage, they are renewing 
old connections and are being placed on a list to be 
drawn upon when extra salespeople are needed. Some 
of them have regular part time employment, going every 
day from eleven to two thirty to allow the regulars to 
have their lunch hour, or from eleven o’clock until four 
or five. 

Some of these are married women who missed the 
former weekly pay envelope and drifted back into work. 
We cannot help wondering just where this sort cf thing 
will eventually lead, but we are concerned here only with 
the fact that among such women there are many with a 
background and experience which should make them 
valuable in a hardware store. If they are on their mettle 
to make good they should be willing to come in and learn 
from department heads when the latter are not busy, 
serving apprenticeship in this way. Their experience as 
housekeepers should be greatly in their favor, and if 
merchandise is accessible and plainly marked as it is 
in all well regulated hardware stores, they should learn 
the stock very quickly. Such an arrangement should 
mean economy and less overhead for the business, and 
I do not hesitate to say that an advertisement for such 
part time help will bring a response that will surprise 
you. 

I do not know of any general hardware store which is 
trying out this experiment, but several managers with 
whom I discussed the subject were much interested and 
believed that a “peak” schedule could be worked out in 
a specialized store as well as in a department store. One 
owner said he was going to try it out for Saturday even- 
(Continued on page 45) 
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Departmentization 


of Stock 
Brings Out 
Sales Conditions 
for Pettee’s 


Oklahoma City hardware store advises 
method to determine whether or not 
department is worth maintenance. Note 
the comparative statement and front and 
back of card giving location and lines 
carried by each department. 
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COMPARA TIVE STA TEMENT 





Month. 





a 

% M/U Attained 

% M/U Inventory 

Stock Turnover 

Fst Inventory 


Act. Inventory 
Inventory Over—Shore 


chan 28 
aaeiaiaiccomee _ 


A 


EPARTMENTIZATION of 
its business has done much to 
boost the yearly sales volume 

for W. J. Pettee & Co., Oklahoma 


City, Okla. 
The complete stock of the store is 





DEPARTMENTS 
First FLOOR 

A—Tools. 

B—All Fancy Goods, Electric Goods, 
Bath Room Fixtures, Vacuum Bot- 
tles, Jugs, etc. 

B-1—Silverware and Cut Glass. 

B-4—All Leather Goods. 

B-6—Cutlery, Pocket Knives, Scissors, 
Shears, Misci. Cutlery, Razors, 
Blades, Stroppers and Hones. 


C—aAuto Accessories, Tires, Chains, 
Tubes. 





D—Draftman’s Supplies, Fountain 


Pens and Pencils. 
E—Cabinet and Finishing Hardware, 
lawn Mowers and Miscellaneous 
Hardware. 
F—Sporting Goods Miscellaneous. 
F-1—Ladies Outing Clothing, Leather 
Jackets, Hunting Clothing, Sweat- 
ers, Hats, Caps, Gloves, Shoes, 
Boots, Socks, Golf Hose, Baseball 
Uniforms, Bathing Suits, Flannel 
Shirts, Gymnasium Ciothing. 
F-3—Golf Balls, Bags and Clubs. 
G—Guns and Ammunition. 
H—Dynamite; Powder and Caps. 
M—Paint, Linseed Oil, Turpentine and 
Brushes. 
X—Electric Light Globes, Westing- 
house only. 
Spconp FLOoR 


J—Chinaware and Glassware. 
“K—Miscellaneous House Furnishings. 


L—Stoves and Refrigerators. 


classified into departments, each 
assuming a letter of the alphabet. 
Cards have been printed, listing and 
classifying the merchandise in depart- 
ments. Each salesperson in Pettee’s 


Pettee’s advise all stores carrying 
merchandise in varied lines to depart- 
mentize their stock so that they will 
be able at all times to determine 
whether or not the department is 
worth its maintanence. 


carries one of these cards in the back 





of the sales book. It gives them a 
general knowledge of all merchandise 
carried in the store and assists in the 
answering of questions and directing 
customers to the floor in which the 
prospective customer is interested. } 
Each department carries its pro- 
portionate share of store rent, adver- 
tising, selling, housing, carrying and 
administrative expenses by the month. 
A comparative statement sheet is 
made up for each department in 
duplicate, the original for the manage- 
ment and the copy for the department 
head. With this sheet it is possible to 
compare the activities of any certain 
month with the corresponding period 
last year. When the sheet is filled 
out it takes only a few seconds to 
comprehend the condition of the de- 
partment—if it needs special attention 
as to sales, reconditioning or the total 
elimination of the department. 

Every three months a similar state- 
ment of figures is made up and has 
proved to be very interesting and 
beneficial, especially for a six months 


THIRD FLOOR 


O—Party Favors. All Dennison’s 
Paper Goods, Flower Material, 
Luncheon Plates, Napkins, Caps 
and all Paper Goods, Christmas 
Trees and Ornaments, Masks, Dec- 
orations, Toys of all Descriptions, 
including Doll and Juvenile Furni- 
ture and Nursery Furniture; Tay- 
lor Tots, Tot Walkers. Porch Gates 
and Yards, Baby Walkers and 
Hammocks, Baby Jumpers and 
Swings. All Play Ground Equip- 
ment, including See Saws, Slides, 
Merri-Go-Rolly, Coasters, Baby 
Sulky, Baby’s Bassinetts, Mega- 
phones, Baby Scales, Flowers. 

O-1—Wheel Goods for Children, Bicy- 
cles, Wagons, Scooters, Veloci- 
pedes, Wheel Barrows, Automo- 
biles, Kiddie Kars, Pedal Kars, 
Tot-Bikes, Hand Cars. 

R—Croquet Sets, all Camp Goods, Lan- 
terns, Stoves, Ice Boxes, Refrig- 
erator Baskets, Running Board 
Boxes, Cots, Beds, Tables, Camp 
Furniture of all kinds, Picture 
Frames, Mirrors, Two Wheel 
Trucks, Platform Scales, Motor 
Robes. 

R-1—Trunk and Travel Bags, Motor 

Boxes, Glad- 


Restaurents, Hat 
Fitted Cases, Brief Cases. 





stones, 
S—Radios. 
S-1—Electric Washing Machines, 
Sweepers. 
T—Builders Hardware. 


BASEMENT 


V—Heavy Hardware, Horse Shoe Nails. 
V-1—Nails, Horse Shoes, Smooth Wire. 


WAREHOUSE 


W—All Stock. 
Y—Annex. 














period. 
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Successful Christmas Party 
Held by Boosters 


The spirit of Christmas pervaded the 
Hardware Club, New York, on Saturday, 
Dec. 17, when the Hardware Boosters held 
their annual Christmas party. 

After the luncheon R. J. Atkinson, presi- 
dent N. R. H. A., was presented with a 
beautiful leather bound work organizer 
as a token of appreciation from the Boost- 
ers, and a hearty round of applause greet- 
ed Mr. Atkinson’s brief and sincere re- 
sponse. 

Among those who spoke briefly were 
Seymour Sears, president National Coun- 
cil of Traveling Salesmen, and Linford C. 
White, president of the Nutmeggers, which 
organization was well represented at the 
affair. 

Mr. Sears referred to the fact that there 
were present a number of men who had 
been with their firms for various periods 
exceeding a quarter century. Among them 
were: Emile A. Tissot, with Underhill, 
Clinch & Co., for 47 years; Frederick 
Pfeifer, with the Payson Mig. Co., Chi- 
cago, 45 years; Harry H. Groshon, with 
Underhill, Clinch & Co., 40 years; E. Von 
Campe, Standard Tool Co., Cleveland, 35 
years; Geo. W. Eadie, Harmon Dixon, 
37 years; C. A. Johnson, Chas. J. Smith, 
34 years; James A. Bennett, with Lock- 
wood Mfg. Co., 33 years; Jos. F. Hamel, 
Standard Tool Co., Cleveland, 32 years; 
Clarence Roberts, Sargent & Co., 32 years; 
Bert Conner, Pike Mfg. Co., 26 years; 
Seymour N. Sears, Tucker Mig. Co., 
25 years; Arthur M. Greene, P. & F. 
Corbin Division, American Hardware 
Corp., 25 years; E. N. Post, 25 years. 
This interesting gathering, it was felt, was 
worthy of record. 

Mr. White in his remarks reminded the 
Boosters of the joint meeting of the Nut- 
meggers, the Connecticut Hardware Asso- 
ciation and the Connecticut Paint Sales- 
men’s Club, to be held at the Hotel Bur- 
ritt, New Britain, on Wednesday, Jan. 11. 

Gifts were provided for everyone, and 
articles offered for sale by Auctioneer Bert 
Conner were eagerly bought, all being 
high-grade articles donated by the various 
firms as listed. 

Vocal numbers were rendered by George 
W. Ballard, Edward Mesloh of Goodell- 
Pratt Co., and Bob De Silva, the Nick 
Alrock of the Boosters, livened up the 
proceedings considerably. 

Chief Booster Fred B. Hinchman and 
the entertainment committee, headed by 
Past Chief Booster Charles Pincus, may 
well feel pleased with the Christmas party 
for 1927. 

The firms donating merchandise are as 
follows: National Carbon Co., Schrade 
Cutlery Co., Pyrene Manufacturing Co., 
Modern Grinder Manufacturing Co., C. J. 
Smith & Co., Greenfield Tap & Die Corp., 
Crescent Tool Co., Gillette Safety Razor 
Co., Kelly Axe & Tool Co., E. C. Atkins 
& Co., Devoe & Raynolds, Berry Bros., 
Auto Strop Safety Razor Co., Millers Falls 
Co., Pexto, Pyrex Sales Division, Gris- 
wold Mfg. Co., Osborn Mfg. Co., L. S. 
Starrett, Russell & Erwin, Rubberset Co., 
Beech-Nut Packing Co., William Wrig- 


| ley, Jr., Co., Stacomb, Burgess Battery 








Co., Chase Brass & Copper Co., Life Saver 
Co., J. Russell Cutlery Co., Brillo Mfg. 
Co., Master Lock Co., Segal Lock & Hard- 
ware Co., J. H. Williams & Co., French 
Battery Co., Stanley Works, Wiebush & 
Hilger, New Britain Machine Co., Key- 
stone Mfg. Co., McKinney Mfg. Co., 
W. L. Blumberg Co., Charles Kurzon, 
Forge Steel Products Co., J. H. Buckley 





Rubber Co., Union Hardware Co., Pike 
Mig. Co., Frederick R. Pfieffer, Al. West- | 
phal, Sargent & Co., Brush Bros., Sure 
Grip Glue Co., Worth Hardware Co., 
Masdack Hardware Co., R. J. Atkinson, 
Rawlplug Co., Yale & Towne, Hendricks | 
& Howell, George Walter Davis, P. & F. | 
Corbin, Chas. Golden, Evansville Tool 
Works, Corbin Cabinet Lock, W. F. Shee- 
han, F. Keil & Son, Milwaukee Stamp- 
ing Co. 


Jersey Shore Association Elects | 
Brownell President 


On Dec. 15 the regular yearly meeting | 
of the New Jersey Shore Hardware As- 
sociation was held in Red Bank, N. J. The | 
most important business of the evening 
was the election of officers for the ensuing 
year. The following officers were elected: | 
James K. Brownell, manager of Snyder & 
Robins, Inc., Asbury Park, N. J., presi- | 
dent, and Leonard Usher, manager of the | 
hardware department of Buchanon & | 
Smock Lumber Co., Asbury Park, N. J., 
was reelected secretary and_ treasurer. 
This association has had a very good year 
under the guidance of the retiring presi- 
dent, J. C. Harvey, Mahoney & Harvey, 
Sea Bright, N. J. Three years ago the 
association was formed in Asbury Park, 
N. J., by three local firms. At the present 
time the membership numbers 65 and takes 
in dealers from Keyport to Point Pleasant 
and from Lakewood to Freehold. 

The next meeting will be held on Jan. 
19, 1928, in the Berkeley Carteret Hotel, 
Asbury, Park. 


Philip H. Withington Dies 


Philip H. Withington, formerly vice- 
president of the American Fork & Hoe 
Co., Cleveland, Ohio, and chairman of the 
board of the Sparks-Withington Co., Jack- 
son, Mich., manufacturer of automobile 
horns and radio sets, died on Dec. 16, age 
56 years. 

After obtaining his education at the 
Orchard Lake Military Academy and Mas- 
sachusetts Institute of Technology he en- 
tered his father’s business, the Withington 
& Cooley Mfg. Co. at Jackson and was 
the treasurer of that company when it 
merged with the Fork & Hoe company. 
He was transferred to Cleveland in 1907 
as treasurer and manufacturing director 
of the latter company. He withdrew from 
active connection with the American Fork 
& Hoe Co. in 1919 to devote his time to 
the Sparks-Withington Co. He was presi- 
dent of the Withington-Roberts-Knight 
Co., Cleveland engineers. 





Manhattan & Bronx Dealers Dis- 
cuss Inventories and Prices 


The monthly meeting of the Manhattan 
& Bronx Hardware Association was held 
at the Prince George Hotel, New York 
City, on Dec. 20. 

Vice-President Joseph Ringler presided 
during the early part of the evening. The 
routine business of the evening was quickly 
disposed of and the meeting resolved itself 
into an interesting and instructive round- 
table discussion, presided over by President 
Edward Ferguson. L. S. Raymond, of the 
service department of the New York State 
Retail Hardware Association was present 
and spoke briefly on the advantages of 
making an accurate inventory. This sub- 
ject was discussed from many angles and 
much helpful information was given. 
Charles J. Heale explained the HARpwWARE 


| AcE system of keeping price records and 
| making inventories. 


Several members re- 
lated personal experiences and preferences 
for the systems that were discussed. It 


| was agreed that an accurate inventory is 
| an essential part of a retail business and 


from it the dealer can tell if he is stocking 
too much merchandise that is not in de- 
mand and not enough of that which is 
needed. 

Secretary C. H. Tilson announced the 
nominating committee which will report at 
the January meeting. This committee con- 
sists of Messrs. Schimmell, Bruhns, Do- 
meyer, Bloch and Ferguson. 


Industrial Leaders Secure Maga- 
zine Repeating Razor Co. 


A group of strong and successful indus- 
trial leaders have recently acquired control 
of the Magazine Repeating Razor Co., 
Sound Beach, Conn., manufacturer of the 
‘chick Repeating Razor. This announce- 
ment will be of interest to the hardware 
trade as this product has achieved a wide 
distribution and a large sale in the two 
years that it has been on the market. 
Francis Elms, general sales manager of 
the company, and John Bickel, his assis- 
tant, together with the other members of 
the organization will continue the sales 
policies as heretofore. Reincke-Ellis Co., 
Chicago, Ill, will direct the company’s 
advertising, in which every consideration 
and assistance will be given to the retail 
dealer. 


Brautigam Establishes Office 
In Los Angeles, Cal. 


H. W. Brautigam is now located at 923 
East Third Street, Los Angeles, Cal., as a 
manufacturers’ representative. Mr. Brau- 
tigam formerly represented John H. Gra- 
ham & Co., New York City. He is cover- 
ing California and in some instances will 
carry a warehouse stock. 


Josiah S. Crapon Passes Away 


Josiah S. Crapon, New England man- 
ager of the National Enameling & Stamp- 
ing Co., and president of the Homer 
Brothers Co., Boston, Mass., died at his 
home in Quincy, Mass., on Dec. 17, age 
64 years. 
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Penn Hardware Co. Acquires 
Historic Spot for Expansion 


The recent erection of a new building in 
Reading, Pa., by the Penn Hardware Co., 
manufacturer of builders’ hardware and 
sash pulleys, marks a historic spot in that 
city and culminates the Golden Anniver- 
sary of the company. 

In 1877, the first plant of the company 
was opened in Reading, in a small store 
building. The steady growth of the com- 
pany’s business has resulted in many addi- 
tions to the plant, till at the present time 
it occupies an area equivalent to a city 
block. This new building is 100 by 300 ft. 
and is on part of the land recently pur- 
chased from the Schuylkill Navigation Co. 
Here were the old boat yards, drydocks 
and repair shops, in use when the canal 
boats were the chief freight carriers on 
the Schuylkill Canal, from the coal re- 
gions through Reading to Philadelphia, 
Pa. This canal was built in about 1833 
ard at one time the Reading “Navy Yard” 
was a busy and important place. 

Plans are now being made for a fur- 
ther expansion on this recently acquired 
property. 


Stephen G. Mariani Dies 


Stephen G. Mariani, pioneer hardware 
dealer of San Francisco, Cal., passed away 
recently in his 78th year at his home in 
that city. He had been in ill health for 
several years. In 1852 Mr. Mariani came 
te this country from Switzerland. With 
the help of his sons he built up a thriving 
business, operating two stores. One of his 
sons, Walter A. Mariani, is vice-president 
of the California Retail Hardware & Im- 
plement Association. 

Surviving Mr. Mariani are his widow, 
two daughters and four sons. Walter A. 
and Eugene I. Mariani have charge of the 


| Mission Street store and H. T. 





and S: L. 


Mariani are at the original store on 
Twenty-third Street. 


Manhattan Dealers Postpone 
Dinner, Dance and Entertainment 


The Manhattan & Bronx Hardware As- 
sociation, New York City, has changed 
the date for its annual dinner, dance and 
entertainment from Feb. 7, to Feb. 14, 
1928. This affair will be held in the 
Cornish Arms Hotel, 311 W. Twenty- 
eighth Street, New York City. The date 
has been changed in order to avoid con- 
flict with the New York State Retail 
Hardware Association’s convention and to 
make it possible for hardware men to at- 
tend both events. 

Duncan G. MacLeod, 143 E. Thirteenth 
Street, New York City, has charge of the 
souvenir program which will be issued in 
connection with the affair and mailed to 
hardware dealers throughout the city. 

Each year hardware men and _ their 
friends gather for their affair, coming not 
only from Manhattan and Bronx Bor- 
oughs of New York City, but from the 
entire Metropolitan district. The dinner 
this year will be better than ever before 
and there will be plenty of excellent music 
for dancing, provided by George Kohl- 
meier’s orchestra. Mr. Kohlmeier is also 
a well known hardware man. 


D. H. Wyre Advanced by 
General Electric Co. 


D. H. Wyre, formerly in charge of 
lamp sales in the Chicago district for the 
National Lamp Division, General Electric 
Co., Schenectady, N. Y., has been ap- 
pointed general manager in the Pittsburgh 
district, with headquarters in the Cham- 
ber of Commerce Building, Pittsburgh, 
Pa. 


Food for Thought 
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Bridgeport Brass Advances 
William J. Hawkins 


William J. Hawkins, in charge of sales 
in the Boston district for the Bridgeport 
Brass Co., Bridgeport, Conn., has been 
placed in charge of the new office opened 
by the company at 1060 Park Square 
Building, Boston, Mass. He studied at the 
Sheffield Scientific School of Yale Uni- 
versity, and has been associated with the 
Bridgeport for more than 20 
years. 


company 


Corcoran Mfg. Co. Opens Pacific 
Coast Warehouse 


Announcement has been made by Cor 
coran Mfg. Co., Cincinnati, Ohio, manu 
facturer of for Ford 
automobiles, of the establishment of a new 
San Francisco, Cal. This 

facilitate the distribution 
of the company’s products in northern Cal- 
ifornia, Oregon and Washington. It will 
be under the management of C. A. Gilbert, 
255 Shotwell Street, San Francisco. Mr. 
Gilbert the Pacific 
Coast for the past 15 years and has a suc- 
cessful record for distributing automotive 
products. The southern part of California 
will still be handled through a warehouse 
arrangement with the Maco Mfg. Co., Los 
Angeles, Cal. 

The San Francisco warehouse completes 
a chain of Corcoran warehouses that reach 
from the Atlantic to the Pacific. 

F. J. Norris, sales manager of the com- 
pany, has stated that the appearance of 
the new Ford has had a good effect on the 
business and that as approximately 11,- 
000,000 Model T Ford cars and trucks are 
on the roads, the company is looking for- 
ward to a busy year. 


Peerless products 


warehouse in 


warehouse will 


has been located on 








HE atmosphere of present day business is charged 

with highly complex problems, and to most promi- 
nent of these is the difficulty of making profits. We 
are paying too much attention to production and over- 
production and are neglecting to develop outlets and to 
watch overhead carefully. Until we reconcile these three 
factors we cannot expect to make profits!” Thus reads” 
a recent bulletin issued by the National Association of 
Credit Men. 

Fortunately for the radio industry the overproduction 
evil, once a thorn in the side of the merchandising end 
of the trade, is rapidly becoming a minor ailment with the 
happy prospects of soon being completely banished. 

The other two elements, outlets and overhead, still 
cling to the structural framework as being worthy of 
more than passing consideration. The former will be 
developed by careful, conscientious planning of mer- 
chandising effort. . The latter by strict economy in respect 
to those leaks and channels of expenditures which lessen 
the totals on the right side of the ledger. 


Considerable food for thought is embodied in these two 
words—thought which should resolve itself into im- 
mediate action if the dealer wants to enjoy the real 
rewards of his labors. 


Getting Started Quickly 


OW long does it take you to get up steam and 
really get into productive work in the morning? 
Does your newspaper demand too much attention? Do 
you have to fuss about with things you failed to finish 
yesterday? Do you have to tell four or five folks about 
last night’s movie or bridge party, or what the kiddies 
did? Does it take too long to get your mind on the 
job? Has the journey down irritated you? Do you start 
pleasantly, and happily, and earnestly, and energetically ? 
There are men who never really get started until ten 
o'clock? How about you? 
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The Berry Lawn Edger 


The Berry Lawn Edger, 468 First Na- 
tional Bank Building, Chicago, Ill, has 
placed on the market a tool for trimming 
the edges of lawns. The blade is stamped 
from cold rolled steel. It is sharpened on 
both sides, designed to trim the ragged 
grass edge and groove the edge of the 
lawn at the same time. The fork is a 
malleable casting and the handle is of hard 





wood. The lengh of the tool is 5 ft. and 
weighs 3 Ib. 

This tool is pulled, not pushed, working 
easily and positively. It follows the edge 
of the sidewalk, and the depth and width 
of the groove, which it produces, are al- 
ways uniform. Besides keeping the lawns 
neat, this device provides a drainage for 
the lawn, eliminating puddles on the side- 
walk 


Automatic Tackle Box 


An improved tackle box has recently 
been placed on the market by the manu- 
facturing division of Stratton & Terstegge 
Co., Louisville, Ky. The Automatic 
Tackle Box opens with one operation and 





cannot tip over. As the cover is lifted, 
both trays are automatically raised and 
swung into position. The box cannot be 
opened halfway, as the cover and trays 





are adjusted so that the slightest touch 
either opens or closes it all the way. 
The cover and bottom are so propor- 











tioned that when the box is open all the | 
way, the top of the cover, with the handle | 
folded against it, is resting on the bottom | 
of the boat, or on the ground, etc. This | 
prevents the box from tipping. 

There are brass plated locks and a | 
strong leather handle. The ends and cor- | 
ners of the box are double seamed and 
the partitions welded, which is said to | 
make the box watertight and indestructible. 
The Automatic Tackle Box is made in 
three sizes. 


Countersunk Ladder Rung 


The Bauer Mfg. Co., Wooster, Ohio, has 
perfected a process in the manufacture of 
its many types of ladders, designed to in- 
crease the length of their life. The entire 
rung of the ladder is countersunk into the 
beam, which increases the original strength | 
of the ladder. The tenons are all double- 
dipped to prevent decay. First, they are 
dipped in a wood preserver to protect the | 
wood against fungus growth, after which 
they are dipped in aluminum paint. This 











seals the pores against moisture and pre- | 
vents evaporation of the wood preserver. | 
A nail driven through the beam holds the | 
tenon securely in place. 


India Breaker-Point Stone 


A new counter display card has recently | 
been designed by Pike Mfg. Co., Pike, | 
N. H., for its India Breaker-Point Stone. | 
This card is smaller, morg compact and | 
has more color than the former card. 

India Breaker-Point Stone is designed 
to be used for sharpening the points of | 
a distributor head when they become un- | 














even or pitted. A few strokes of the stone 
will give them the original factory finish 
and will also remove any foreign deposit. 
Platinum, tungsten or iridium points can 
be easily and quickly cleaned without 
waste with the India Breaker-Point Stone. 





New Automatic Incubators 


The Automatic Incubator Co., Delaware, 
Ohio, is manufacturing three new types 
of automatic incubators, known as Nos. 
7SB, 10SB and 15DB. No. 7SB is of the 
same general construction and type as the 
No. 10SB, which is illustrated. 

The No. 10SB has a 1000-egg capacity 


| and is equipped with Automatic Egg Turn- 





| ing Trays and a giant burner heater. It 


has been designed to never overheat or 
underheat. It has a hot water heat con- 
trol, and each hatching cabinet is equipped 
with a double-wafer thermostatic control 
which causes the automatic revolving chute 
to operate much more quickly than in 
former machines. Cabinet and molding 
is of high-grade California redwood. 
No. 15DB has a 1500-egg capacity and 
has two burners. The lower cabinet for 
500 eggs is fed by one burner, while the 
middle and top cabinets are fed by the 
second burner. This model has the same 





equipment as No. 10SB, including the egg- 
turning trays, heat control and reversible 
fall supports on the doors. 

No special building or electric fans are 
required with these incubators. Each re- 
quires a floor space of 83 by 35 in. 


Sand’s Level & Tool Co. 
Issues 1928 Catalog 


Sand’s Level & Tool Co., 8629 Gratiot 
Avenue, Detroit; Mich., recently issued its 
1928 catalog. This book has been care- 
fully compiled, attractively printed and 
fully illustrated. Every dealer and jobber 
should have a copy in his cabinet file. It 
lists, describes and illustrates in color, the 
many types of levels and tools which the 
company manufactures. 
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(Washington Bureau of HARDWARE AGE) 


WASHINGTON, Dec. 27.—Efforts again 
are being made to enact price standardiza- 
tion legislation. Representative Kelly of 
Pennsylvania and Senator Capper of Kan- 
sas have reintroduced identical bills, which 
have been referred to the House Commit- 
tee on Interstate and Foreign Commerce 
and the Senate Committee on Commerce. 
These bills, or similar ones, providing for 
the maintenance of retail prices on adver- 
tised goods have been before Congress for 
the past decade and repeatedly defeated. 
The authors claim that there is a better 
chance for enactment of the legislation at 
the present session of Congress than ever 
before. At the same time issue is taken 
with this view by opponents of the bill. 
Already extensive hearings have been held 
from time to time, and it is not certain 
whether there will be hearings at this ses- 
sion or not. It is proving a long and 
difficult task, proponents of the measure 
say, to educate the public to the idea that 
the measures do not provide for price fix- 
ing as such, but rather call for the stand- 
ardization of prices for retail through the 
manufacturers in order to prevent cut- 
throat competition. The Federal Trade 
Commission has instituted an exhaustive 
inquiry into the situation, and it may be 
that Congress will wait until a report has 
been received from the Commission before 
it will take the legislation up. One of the 
most comprehensive statements ever made 
on the subject was prepared some years 
ago by Nelson M. Gaskill, former mem- 
ber of the Commission. Expressing his 
own view instead of those of the Com- 
mission, Mr. Gaskill strongly favored the 
legislation. What the attitude of the Com- 
mission of today is, is not known. It has 
apparently approached the inquiry under 
way with an open mind, and is withhold- 
ing any opinion until it has been com- 


pleted. 





The new edition of the book known as 
[rade Association Activities” likely will 
come from the Government Printing Office 
in the near future. It will be a revision 
of the previous publication. The work of 
its preparation was in charge of the Do- 
mestic Commerce Division, Department of 
Commerce. The purpose of the new edi- 
tion is to indicate the successful service 
of trade associations in the public interest. 
In the field of business research, in sta- 
tistics, in simplification and standardization 
of commodities, in the promotion of arbi- 
tration in commercial disputes, in develop- 
ment of foreign trade, and in scores of 
other directions, the Division has pointed 
out trade associations have made a most 
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Washington News Letter 


Effort Towards Price Standardization—New Edition of “Trade 
Association Activities”—Work of the Bureaus of Census and 
Standards—Speculation as to Tax Reduction. 


By L. W. Moffatt 


valued contribution to the economic prog- 
ress of the country. The book will be a 
record of that continuing contribution. 
The Division prepares biennially a direc- 
tory of trade associations. The 1926-27 
edition, entitled “Commercial and Indus- 
trial Organizations of the United States,” 
was released Sept. 10, 1926. Sales of this 
new directory have approximated 5000 
copies. 


One of the busiest bureaus of the gov- 
ernment is the Bureau of Census, which 
means much to business interests of the 
country. During the fiscal year 1927 the 
Bureau issued 2106 reports, each contain- 
ing distinct statistics concerning production, 
stocks, consumption, or prices of one or 
more commodities. These reports contain 
approximately 524,000 items, presented in 
the manner that manufacturers, merchants 
and others interested in such information 
considered most instructive and helpful. 
The Bureau has uniformly refrained from 
the collection of statistics of this char- 
acter unless the manufacturers, merchants 
and others required to furnished the data 
considered the statistics of sufficient im- 
portance to justify the undertaking. The 
figures are now assembled from separate 
reports made by 271,692 concerns direct to 
the Bureau and from consolidated reports 
representing 12,000 concerns, for which the 
data are assembled by 120 organizations, 
each representing a distinct industry. 


The Bureau of Standards is cooperating 
with industry in the work of eliminating 
superfluous grades and sizes. It has just 
announced a plan whereby goods may be 
labeled and certified as manufactured ac- 
cording to commercial standards approved 
by the Bureau. The steadily increasing 
use of specifications as an aid in indus- 
trial and governmental buying is reflected 
in the National Directory of Commodity 
Specifications, in the compilation of which 
the Bureau found more than 27,000 speci- 
fications covering 5000 commodities. In 
the case of concrete reinforcing steel bars 
there were 57 specifications. The Bureau, 
in a statement recently given out, said that 
since specifications apply mainly to grades 
and qualities, performance, and features 
other than size and dimension, it is evident 
that simplification, or the elimination of 
unnecessary sizes, is only a partial step in 
the elimination of waste. Experience with 
simplification, it is pointed out, has demon- 
strated the possibilities in many fields for 
further achievements in waste reduction 
through the elimination of unnecessary 
specifications and the establishment as 





“commercial standards” of those most 
widely or generally used. The Bureau is 
now prepared to aid those industrial and 
commercial groups desiring to establish 
standards of grades and quality for their 
products or their purchases, or to secure 
relief in instances where the current vari 
ety in grades, quality, and specifications 
is a burden on the producer and a handi 
cap to the purchaser. The Bureau's ser- 
vice in this direction includes the certifi 
cate and labeling plan. Those interested 
in the subject may obtain detailed infor 
mation from R. M. Hudson, Assistant 
Director, Commercial Standards, Depart 
ment of Commerce, Washington. 











Prophecies of all sorts are being made 
as to what will be done about tax reduc- 
tion at the present session of Congress 
And they are prophecies only. The House 
made a slash of $286,000,000. That is 
$64,000,000 over the administration pro- 
gram. Now it is declared the Senate is 
going to make an even larger cut, some 
estimating it will go to $300,000,000, and 
others that it may go up to $400,000,000, 
the amount which the Chamber of Com- 
merce of the United States has urged 
should be cut. The truth is no one knows 
what the Senate will do. Also, it is the 
truth that no one knows what the Presi 
dent will do if the cut exceeds the ad 
ministration program too much. That he 
is displeased with the House cut, and had 
hoped that the Senate would cleave to the 
administration program is well known. 
Instead of the Senate doing so, however, 
it is apparently going to prove more re- 
bellious than the House. In such circum- 
stances a Presidential veto is altogether 
conceivable. Some say it would be over- 
ridden. Others say it could not be. Also, 
it is declared the Presidential veto might 
depend not only upon the amount of the 
cut, but also upon the state of business. 
If it is concluded that business improves 
by March he would not let the bill be en- 
acted without opposition. The Senate will 
take up the measure soon after the holiday 
recess. 


A general conference of manufacturers, 
architects, contractors and engineers will 
be called in Washington the latter part 
of January to consider for approval rec- 
ommendations recently made by two com- 
mittees representing the hollow metal and 
Kalamein door industries for coordinating 
their simplication and standardization ac- 
tivities. The recommendations have not as 





yet been announced. 
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General Market News 








Industrial Stability and Good Crop Prices 
on 1928 Horizon, Says O. B. Surpless 


| us cross the threshold into 1928 
with a full realization that the pessi- 
mists of 1927 have for the last six months 
been on the run or begging for quarter 
in the markets of industry and finance, 
writes Oliver B. Surpless, president Sur- 
pless, Dunn & Co., New York City and 
Chicago, forecasting industrial stability, 
lower taxes, continuation of high wages 
and good crop prices. In part, Mr. Sur- 
pless says: 

“Of course these are days of efficiency, 
and why not? Is it not a fact that the 
period when anything would sell has passed, 
and should we not welcome these years 
when value of personal service and value 
of the commodity will count in the great 
international game of production? 

“After all, what right have we to de- 
mand two for one if the fair and just basis 
of competitive conditions is to prevail? 

“Looking ahead, we see on the horizon 
of 1928 industrial stability, lower taxes, 
excellent prices for crops, a continuance of 
the high wage standard, cheap interest rates 
and, not least of all, every indication of 
satisfactory relations with our friends in 
foreign lands. 

“We congratulate the League of Na- 
tion’s Council in doing a real job—the re- 
moving of warlike pressure and substitu- 
tion of peaceful relations between Poland 
and Lithuania—the League provides the 
table around which they gather to thresh 
out their misunderstandings. 

“What better foundation for a continu- 
ance of national happiness and success can 
we ask for? 

“The reduction in the corporate tax rate 
will tend to increase the available cash 
ability of many hundreds of thousands, 
and will strengthen the earning capacity 
of the railroads. 

“The steel markets are firm and demand 
is steady, and we can expect more activity 
in operating schedules in the first half of 
1928. 

“Copper and other metals are indicating 
improved conditions owing to low stocks 
and heavier consumption with European 
demand continuing. 

“January will show small 
commodity stocks in hands of manufac- 
turers, jobbers and retailers, consequently, 
with a continuance of the normal demand 
on the part of consumers, industries prom- 
ise activity with the opening of 1928. 

“1928 will show no change in living costs 
except. perhaps among the extravagant, 


inventories 


who may not have learned their lesson. 
“There should be no reduction in indus- 

trial wages, as employment opportunities 

will be plentiful in view of a promised 





increase in building, increased automobile 
output and demands of the railroads as 
buyers of materials. 


“The manufacturer will be alert in the | 


arts of efficiency in production, every man 
on the job with no time for play, dream- 
ing or guessing, otherwise his lot may be- 
come unhappy. 

“Capital and credit are surely abundant 
and under very wholesome control, which 
should be the preventative of inflation. 

“Business is now a science, the wilder- 
ress has been conquered, and we are now 
learning how to work and live. 

“We now cross 
New Year, which will prove one of the 
most crucial since the signing of the 
Armistice; let us advance with courage, 
quiet determination to do our best, a heart 
full of thankfulness to God for the past, 
and a smile for the man we meet.” 


Business Conditions In 
Retrospect 


The chief factors in the situation have 
not changed in the past month, says Trends 
and Indications, published by Dorrance, 
Sullivan Co. Money continues easy with 
rates very favorable to expansion pro- 
grams. Production is going on at a con- 
servative level at a rate probably from 
five to seven per cent below last year, al- 
though a slight acceleration in activity has 
been recently noted. There is no evidence 
of price inflation. What fluctuations in 
commodity prices have o¢curred recently 
are within very narrow limits. Factory 
inventory and retailers’ stocks are low. 
While car-loadings for November con- 
tinued their slight decline, November bank 
clearings were the third largest on record 
for any month. 

Crop returns have been good and with 
warm weather continuing late into the fall, 
agricultural prosperity is a generally ad- 
mitted fact. 

One of the features of the month was 
the revival of interest in the motor indus- 
try, affected by the introduction of new 
passenger car models. Building activity 
continued at a slightly lower pace than at 
this time last year and while the steel in- 
dustry reports but a small volume of new 
business in sight, prices have been 
strengthened in some steel lines. 

It is possible that as we get 
presidential campaigns, politics may prove 
to be a disturbing factor in next year’s 
business situation, although it is not likely 
to do much more than keep business in its 
Eresent conservative mood. 


into the 


the threshold into the | 





Inventory Occupies Attention 
of Hardware Trade in General 


New York, Dec. 28.—With the last- 
minute rush of Christmas gift buying out 
of the way, the hardware trade is concen- 
trating on inventory. Due to this annual 
record making, very little buying is being 
done either by jobbers or retailers during 
this week. 

The turn of the year will, it is expected, 


| see a prompt resumption of trade through- 


out the country. Basic conditions appear 
to be considerably improved over a year 
ago. In most sections retail stocks are 
not heavy, and after-inventory buying is 
expected to be quite active. 

Prices are firm, and in the majority of 
cases remain unchanged. 


Manufacturing Levels Reported 
Satisfactory 


Manufacturing activity and employment 
were maintained at fairly satisfactory 
levels in several major industries through- 
out the country during November, accord- 
ing to the employment service, Department 
of Labor. . 

There was no evidence of any marked 
expansion in the iron and steel industry. 
The usual seasonal slackening of farming 
activities and the completion of several 
road building projects caused the release 
of many workers, who have migrated to 
the cities. 

The industrial outlook for the next 
thirty days is considered bright. It is 
firmly believed that employment in the au- 
tomobile industry, which increased some- 
what in November, will show a material 
increase in December. This should be re- 
flected also in allied industries. Large 
orders have been placed with the iron and 
steel plants and an increase in both pro- 
duction and employment is anticipated in 
this industry. 


Survey by Credit Men Shows 
Business Is Resting on Solid 
Foundation 


Among the favorable factors which busi- 
ness will inherit in 1928, the survey con- 
ducted by the National Association of 
Credit Men says, are the following: 

A transportation system that has made 
possible minimum inventories on the part 
of producers and distributers. 

Abundant capital and credit facilities 
which have been conservatively adminis- 
tered to avoid general plant inflation. 

A program of tax reduction. 

Better agricultural conditions and the 
outlook for an enlarged foreign market. 

Economy in business, particularly through 
consolidation, and economy on the part of 
consumers by virtue of more careful buying. 
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Usual Pre-Inventory 


Lull Starts 


in Chicago—1928 Prospects Good 


(Chicago office of HARDWARE AGE) 


CHICAGO, Dec. 27.—While busy with the usual eleventh-hour Christ- 
mas rush, both wholesalers and retailers are preparing for the annual 
inventory taking and the customary pre-inventory slump in buying is 
beginning to be felt. This slump will undoubtedly appear more severe 
than usual this year because of the exceptionally heavy holiday buying 
which is continuing up to the last moment. 

Retailers’ stocks generally are regarded as low and it is anticipated 
that there will be a considerable volume of replacement orders just as 
soon as the inventories are out of the way. 

There seems to be little likelihood of any material price changes at 
least during the early part of 1928. In fact, on several of the more 
staple items on which price schedules for the coming season have been 
announced, no changes have been made. 

The pre-inventory lull has also affected the steel industry in the 
Chicago district, although there is an increase in the tonnage being 
ordered for delivery during the first quarter of the coming year. Sheets, 
particularly, are showing a better demand and there are rumors of 
slightly advanced prices in the near future. 

Collections are fair and about the same as at this time last year. 





AUTOMOBILE ACCESS ORIES.— 
Colder weather is bringing sales of win- 


ter accessories up to nearly normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
ion X, 45c. each; Champion Blue 

x line, 538c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. ° 

Spot Light.—Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps. — Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.30 each; regular 
cord, Ra 10 each; gray inner tubes, 
30 x $1.24 each: red inner tubes, 
30 x 3a" $1.45 each. 


AXES.—Prices are firm. There is 


a 


good demand, especially for the better 


grades. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single ‘pit base weight, 
axes, unhandled, at $14 per doz.; han- 
dled at $19.25 per doz.; double bit 
base weight axes, unhandled, at $19 
per doz.; handled at $24.50 per doz. 


BOLTS AND NUTS.—Prices are un- 
changed and a normal volume of busi- 


ness is being received. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discoifnt; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE. — Jobbers 
have not yet advanced prices following 
the recent advance of the makers, but 


may be expected to do so shortly. 


We quote from jicpbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.07 
per doz. pair, case lots, less quanti- 
ties, 9c. per doz. pair higher; 4 x 4 
steel butts, old copper and dull brass 
finish, $2.90 per doz. pair, case lots; 
less quantities, 10c. per dozen pair 





higher; heavy steel bevel inside sets, 
$5.75 per doz. sets, case lots; steel 
bit-keyed front door sets, $1.45 per 
set; wrought brass, bit-keyed front 
door sets, $2.49 per set; cylinder front 
door sets, $6 per set. 


CHAIN.—There is a nice volume of or- 
ders being received. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: % in. proof cow 
chains, $8.50 per 100 Ib. Peoee Bull 
Dog and Brown coil —— 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
There is a fair demand and prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 


ELECTRICAL MERCH ANDISE.— 
There is a heavy holiday demand for 
appliances. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Electrical merchan- 
dise, No. 14 rubber covered wire, $6.00 
per 1000 ft.; in less than 1000 ft. lots, 
$6.50; No. 18 lamp cords, $12.50 per 
1000 ft.; in 1000 ft. lots, $12; %-in. 
brush brass key sockets, 151%4c. each; 
two-way plugs, 45c. each, in lots of 
10, 40c. each; two-piece attachment 
plugs, Tic. each; dry cells, boxes of 
50, 32%c. each; iess than case lots, 
36c. each. 

Electrical Appliances. — Iron, Hot 
Point, $4.20; lots of six, $3.89; Sun- 
beam, $5; lots of six, $4.72. Per- 
colator, Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 
D 779 E, $1.40 each; base lots of 5, 
$1.30; No. 770, $3.40 each; No. 770, 
packages of 5, $3.17; No. 772, $2.62 
each; packages of 5, $2.44; No. 486, 
$3. x74 each; No. 486, packages of 5, 


"Gabe Chargers.—Apco line, lots 

of less than 10, $9.90 each. 
FILES.—Prices are firm and sales are 
normal for this time of year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files. 50 
per cent off list; Black Diamond files, 
50 per cent off lis 


| GALVANIZED ae ordi- 
| nances in many communities are caus- 








ing a growing demand for galvanized 
baskets for carrying ashes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6; No. 2, 
$6.85; No. 3, $8; 10 qt. galvanized 
after made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60; 1 gal. all galvanized oil 
cans, special, $2 doz.; 2 gal, $4 per 
doz.; 3 gal., $5.75 doz.; 5 gal., $7 doz.; 
1 bu. galvanized baskets, $6.20 doz.; 
No. 26, baled, ™% bu. galvanized 
measures, $4.50. 


GLASS AND PUTTY.—Sales are sea- 
sonably quiet and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Single strength A, all 
brackets, 89-5 per cent discount; sin- 
gle strength B, all brackets, 90-7% 
per cent discount; double strength A, 
all brackets, 89 per cent discount; 
double strength B, all brackets, 90-5 
per cent discount; putty, pure grade, 
$4.25 per 100 Ilb.; commercial, $3.50 
per 100 Ib. 


GLASS SUBSTITUTES.—Cold weather 
is increasing the demand for glass sub- 
stitutes. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Cel-O-Glass, 100 x 3 
ft., full rolls, $36 each; Glass-Cloth, 
150 x 3 ft., full rolls, $12 each. 


GOLF GOODS.—So far there has been 
little activity in future orders for spring 
delivery, but the holiday trade is very 
heavy. 


We que®te from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
‘medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, $4.50 
each; Crawford-McGregor steel shaft 
iron clubs. $3.50 each; Grand Slam 
wood clubs, $4.75 each; Grand Slam 
iron clubs, $3.35 each; U. S. Royal 
Golf Balls, $6.50 dozen; St. Mungo 
Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS. — Current 
sales are quiet except for tools in holi- 
day boxes. 


eee er 
Je quote from jobbers’ stocks, 
Pan Chicago: First quality, 16 oz. 
nail hammers, $12 dozen; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz. nail hammers, 

$6 to $8 doz. 

HATCHETS— 

We quote “from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, TOOL.—Sales are rather 
slow at this time. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Ax Handles. — No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.— An advance in_ jobbers’ 
prices is looked for shortly. 


We quote from jobbers’ stocks, 
f.o.b. celcege: He od strap hinges 
in —— 4 in., 88c.; 5 in.; $1.16; 6 
in., $1.40; 8 in., $2. 3B, 10 in., "$3. 62 per 
doz. pair; extra heavy T hinges, in 
bundles, 4 in., $1.21; 5 in., $1.49; 6 in 
$1.70; 8 in., $2.55; 10 in., $4.10 per doz. 
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HOCKEY STICKS.—tThere is a good | 
seasonal demand. 


We quote from jobbers’ stocks, | 
f.o.b Cnicago: boys Hockey stick, | 
$2 doz.; Youth's Hockey stick, $4 doz.; | 
College Hockey stick, $8.25 doz.; Pro- | 
fessional Hockey stick, $20 doz.; prac- 
tice pucks, $2.25 doz.; oflicial pucks, 
$3.50 doz. 


ICE SKATES.—Jobbers’ stocks are still 


in good shape, but colder weather is | 


speeding up sales. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
mens and boys’, bright finish, 75c. 
pair. Half Key Clamp, Rocker, 
women’s and girls’, $1 pair; Key 
Clamp, hockey, men’s and boys’, $1.20 
pair. Half Key Clamp, hockey 
women’s and girls’, $1.40 pair. Tu- 
bular skates, men’s or women’s, 
racer or hockey, $5.50 pair. 


LANTERNS.—Sales are good consider- 
ing that it is late in the season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Long or short globe 
tubular lanterns, $13 per doz. net. 


LARD PRESSES AND SAUSAGE. 
STUFFERS.—The demand has picked | 
up noticeably with colder weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 4 
qt., $8 each; No, 41, 6 ot., $8.65 each; 


No. 35, 8 qt., $9.50 each. 


NAILS.—Sales are normal and prices | 
are being well maintained. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: lLe.l. quantities com- 
mon wire and cement coated nais, 
current Lec.l, stock orders, $3.00 per 
keg base. 


PAINTS AND OILS.—Prices remain 
unchanged and sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil, Raw.—Barrel lots, S¥9ec. 
per gal.; 5 barrel lots, 86c. per gal. 

Linseed Oil, Boiled. — Barrel lots, 


92c. per gal.; 5 barrel lots, 89c. per 
al 


Denatured Alcohol. Barrel lots, 
6814c. per gal.; steel drums, extra $6, 
returnable. 

Turpentine.—Drum lots, 69%c. per 
gal. net. 

White Lead.—100 Ib. lots, $13.25; 50 
Ib. lots, 6.75; 25 Ib. lots, $3.40; 12% 
Ib. lots, $1.75. 

Shellac.—(4% Ib. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, Toc. per 
lb. 


PREPARED ROOFING.—Manufactur- 
ers have announced a new price schedule 
for some territories carrying a 5 per 





cent advance. The Chicago territory is | 
unchanged as yet, but no doubt will | 
follow. | 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.80 per 
square; best grade tale surfaced, 
92.05 per square; medium talc sur- 
faced, $1.05 per square; light tale 
surfaced, 85c. per square; red rosin 
sheathing, $55 per ton. 


PYREX WARE.—Sales are extremely 


| good, as is to be expected at holiday 


time. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: | 

Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. | 

New Handled Casseroles. — Round, 
No. 622, $12 doz.; No. 623, $14 doz.: 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per dozen; 
No. 209, $7.20 per dozen. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No | 
232, $14 doz. 

iced Tea Sets.—$4 per set. 


ROPE.—Prices are unchanged and 
sales are quiet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila standard 
brand, 23%c. to 26c. per Ib.: No. 2 
Manila, 22%c. per lb.; No. 1 sisal, 
14%c. to 1éc. per |lb.; No. 2. sisal, 
134%c. to 15e. per Ib. | 


| SAWS.—There is a fair demand and | 


prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Circular cord wood, 
20 in., $2.20 to $3; 22 in., $2.64 to $4; 
24 in., $3 to $4.50; 26 in., $3.50 to $5; 
28 in., $4 to $6; 30 in., $4.75 to $6.50. 


SASH CORD.—Prices are firm and the | 


demand is fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.90 per doz. hanks: No. 8, $8.90 per 
doz. hanks. 

SASH PULLEYS.—Sales are normal 
and prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, | 
55e. per doz.; barrels, 50c. per doz.; 
Common Sense, 2 in., 55c. doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.; 
barrels, 45c. doz. | 

SCREWS.—A good volume of orders is 
being received at present low prices. 


We quote from jobbers’ stocks, } 
f.o.b. Chicago: Flat head _ bright | 
screws, 75-20-35 per cent; round head, | 
brass, 72%4-20-35 per cent; flat head, 








brass, 7214-20-35 per cent: round } 
head, brass, 70-20-35 per cent. 


SKIS.—Sales are increasingly good | 
with advent of real winter weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 5 ft. Norway Pine 
skis, $1.05 per pair; 5 ft. mahogany 
finish Magnolia skis, $1.60 per pair: 
5 ft. Northern White Ash, $1.85 per 
pair. 


| SLEDGES AND WEDGES.—Sales are 


seasonably good. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5 lb. and heavier, 
10c. per Ib.; common wood chopper’s 
wedges, 7c. per Ib. 


SOLDER AND BABBITT.—There is a 
fair volume of sales and prices are 
without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $38.60 per 100 lb.;: medium 
45-55 solder, $35.60 per 100 lb.; tinners 
40-60 solder, $33.15 per 100 Ib.; high 
speed babbitt metal, $20 per 100 Ib.; 
standard No. 4 babbitt metal, $13 
per 100 Ib. 


STEEL SHEETS.—tThere is some talk 
of new advanced prices in the near fu- 
ture. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage galvanized 
sheets, $5.30 per 100 lb.; 28 gage black 
sheets, $4.20 per 100 ib 


STOVE PIPE, FURNACE PIPE AND 
ELBOWS. — Prices have been an- 
nounced for next season and will be the 


| same as have prevailed during the past 
| year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago 28 gage, 6 in., Blued 
Stovepipe, 1l3c. per ft.; 28 gage, 6 in., 
Corrugated Elbows, $1.45; per doz.; 
17 in. Galvanized Coal Hods, $4.85 
per doz.; 17 in. Competition Coal 
Hods, $4.35 per doz. 


TOYS.—Sales this year are running 
very much heavier than any previous 
year. 


| TRAPS.—Orders are still heavy, with 


jobbers’ stocks broken. However, the 
outlook for better deliveries is improv- 


| ing. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 per doz.: 
No. 1, $1.38 per: doz.; No, 114, $2.44 
per doz.; No. 2, $3.36 per doz. 


| WRENCHES.—Sales are very good and 


prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Agricultural wrenches, 
60-10-5 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new _ list;  Stillson 
wrenches, 70-10 per cent discount; 
Trimo, 70-5 per cent discount. 

Snapon Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No, 101, Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8.80; No. 
104 Flexible Socket Set, $8.80; No. 608 
Crankcase Drain Plug Socket, $3.20; 
No. 90 Square Socket Set, $3.70; No. 
1817 Giant “Snap-on’’ with extra 
heavy duty ratchet, $27.35. All Snap- 
on Wrenches less 33% per cent dis- 
count, 


Many Tons of Steel for Small Items 


MALL articles, among them many of the hardware 
variety, count considerably in making the steel in- 
dustry what it is today. About 60 per cent of the steel 
produced in this country is used for railway cars, loco- 
motives, bridges, buildings, etc. The rest is devoted to 


3000 tons of steel bars. Household wrenches account for 
another 4000 tons and 50,000 tons of bars and wire are 
used in making automobile wrenches; 15,000 tons of 
steel are used in making children’s toy cars and trucks; 
500 tons of steel a year go into the manufacture of 


the manufacture of articles, insignificant to themselves, scissors. Pins take 1400 tons a vear ; 250 tons are needed 
but amounting to considerable tonnage. Over 4,000,000 
pipe wrenches ‘are manufactured in a 


for the buckles and fastenings of suspenders and other 
year and require small items. 
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New England Hardware Jobbers Busy 
Putting Houses in Order for Next Year 


(Boston office of HARDWARE AGE) 

BOSTON, Dec. 20.—New England hardware jobbers are putting 
their houses in order for next year. This week they are taking ac- 
count of stock and holding salesmen’s conferences. Their next big 
job will be to price stock sheets and then figure where they got off 
in 1927. During the last few days before Christmas there was a 
rush among retail dealers to buy never before experienced by job- 
bers. Orders, practically without exception, were for small amounts 
of goods and for immediate shipment. To supply requirements, in 
view of the thousands of small orders, was some task and that job- | 
bers did as well as they did is remarkable. 

Further reports from retai! dealers would indicate that Christ- 
mas trade was very good. Stores were favored with little snow ex- 
cept north of the Massachusetts boundary line, so that people were 
able to do their holiday shopping comfortably and quickly. As the 
year draws to an end a feeling persists in hardware circles that 
retail stocks of goods that will be required during January and Feb- 
ruary, and in the early spring months are small. A good, healthy 
movement of hardware through jobbing channels is therefore an- 
ticipated. Basic conditions as compared with a year ago are very 
much healthier. New England is better employed than it was 
then, consequently more prosperous, and there is every indication 
these States will be even more ore in 1928. 


ASH SIFTERS.—There is a peraibtént of 12 or more deduct 10c, each tube: 
50; 


31 x 4 in., $2.40; 32 x 4 i 
demand for all kinds and makes of ash 33 x 4 x ety se. a + ip: 
si : i sm ini in 32 x 4% in., $2.90; 33 x 4% in., $3; 
sifters. Oil heaters may be gaining x 414 in., $3.10: 35 x 444 in., $3.30: Se | 
popularity, yet it seems as though just x 4% in., $3.40; 30_x 5 in., $3.45; 33 x 
as many ash sifters will have been sold 5 in., $3.75; 34x 5 in, $3.85; 35 x5 | 


. ‘ > P " in. $4; in lots of six tubes or more | 
in 1927 as in previous years. deduct 10c. per tube; 32 x 6 in., $6.20; 
36 x 6 in., $6.15; 38 x 7 in., $9.40. | 
Tire Chains.—One to nine sets, 30 
per cent discount; 10 to 49 sets, 35 


two, $2.35 each, net; crates of two, per cent discount; 50 to 99 sets, 40 
per cent discount; 100 to 149 sets, 


| 
ana eg es TE ae ~ 40 and 5 per cent discount; 250 sets 
AUTOMOBILE ACCESSORIES | 224, More. 19 and 10 per cent dis- 
Some activity in automobile accessories \HTS.—In former years 
is expected by jobbers within the next | there has always been a very good de- 
few weeks. Certain jobbers will make | mand for flashlights and batteries im- | 
a special drive on tires and tubes im-| mediately after the year end holidays. 
mediately following Jan. 1, believing | Johbers see no reason why 1928 should 
as they do that prices are more likely | he an exception, consequently they are 
to be higher than lower. urging the retail dealers to take ac- 


que quote from Boston jobbers’ count of stock. No change in prices is 
stocks: 
Bumpers.—One to 49 count, 40 per | noted. 
cent discount; 50 to 249 count, 40 and ‘oe Z 

5 ° |GARAGE HARDWARE.—Now that | 


5 per cent discount. 





We quote from Boston jobbers’ 
stocks: 
Ash Sifters.—In lots of less than 














| $1.70 per pair net; No. 17733, $3.05. 

GARDEN TOOLS.—Jobbers are en- 
deavoring to round up regular custom- 
65 ers for garden tools. Most of the im- | 
Tubes.—Inner, tan, in small lots, | portant orders were placed many weeks | 


30 x 3 in., $1.50 each net; 30 x 3% } | 
in., $1.70: 32 x 3%4 in., $1.90: in lots | ago, and the outlook for the 1928 sea- | 


Fender Guards.—One to 49 count, | ; 7 s s s arage | 
40 per cent discount; 50 to 249 count, a _ certain — of agian | 
40 and 5 per cent discount. hangers and holders are ower, retai 

Horns.—Klaxon, qualities less than dealers are evincing more interest in | 
$50 in list value, 35 per cent discount; = 
in $50 to $199 value, 40 and 5 per such merchandise. 
cent discount; in $200 value, 50 per We quote from Boston jobbers’ 
cent discount. Qala 1 re ‘ stocks 

Tires.—Mansfield line, fabric, cline Door Sets.—Garage, Stanley line 
oe eS. 2 ee Te oe eet: = No. T2505J, 8 ft., with track, $5.45 per 
x 3% in., $7.25, Heavy duty PT: set; No. 2510J, without track, $5.80; 
straight slide, 30 x 3% in., $1 ).95 No. 17753, $2.80; No. 17763, $2.80: No: 
each net; 31 x 4 in. since: 34 = ieee 1773, $6.50 | 
$14.50; 33 x 4 in., 5.25; age Hangers.—Stanley line, Ne... 77,8 
ois: 28 = 4% in, $19.0: 8 a S8 ft., $8 per set net; No. 77, 16 ft., $16. 
gpa gg” Be Fa eg a Straight track, No, 77R, 1 ft., 20¢. per 
in., $33; 36 4, iin, eheane’ 33 x ft.. 114 ft.. 1bc.: 2 ft.. 15¢ 
in., $26.85; 35 x 5 in., $28.85. anhhion wate itaa. % = 

Truck.—Cord, 32 X 4% in., $24.7 Holders.—Stanley line, No. 1774J, 


Aon Mor ou 





|POULTRY SUPPLIES. 
/ more interest also should develop in 


son is fully as encouraging as the 1927 

We quote from Boston jobbers’ 
stocks: 

Garden Tools.—Trowels, No. 214, 6- 
in., $2.25 per doz. net; bong 6X, 6-in., 

bo. No. 85, 85e.; No. 120, $1. 50; No. 
$2 2.50. Forks, No. 300, $3.50; No. 

40, ‘$1. 75. Weeders, $2. 

Garden Sets.—No. 112, child’s, three 
tools, $1.50 per doz. net; No. BBT, 
$2.14; No. F, $4.54; No. HF, four 
pieces, $9; No. FSX, three pieces, 
$15.38; No, 83, three tools, $6; No. 
1842, $1.20; No. 860, $2; No. 867, $4; 
No. 870, $6. 

HINGES.—Current buying of strap and 





| other kinds of hinges is better than it 
| usually is at this particular time, due, 


no doubt, to the recent price revision 
by some of the leading manufacturers. 


We quote from Boston jobbers’ 
stocks: 

Hinges.—Strap, Stanley line, No. 
900, 3 in., 58c. per doz. pair; 4 in., 
%7e.; & in., 86c.; 6 in., $1.20; 8 in., 
$1.90; 10 in., $3.30; 12 in., $4. 85. No. 
SC$00, 3 in., $8.10 per 100 pair; 4 in., 
$9.90; 5 in., $11.35; s in., $14.65; 8 in., 
$22.20; 10 in., $34.7 


| LAWN ACC ESSORIES.—From now on 


a steady increase in the buying of all 
kinds of lawn accessories should be 
noted. Of late years there has been a 
tendency among certain retail dealers 
to hold off until the last minute on such 
goods. Jobbers feel that buying policy 
possibly will change this season. 

We quote from Boston jobbers’ 
stocks: 

Lawn Mowers.—Plain line, Her- 
cules, roller bearing, 16 in., $18.25 
each net; 18 in., $19.50; 20 in., $20.75; 
Pilgrim, roller bearing, 16 in., $16.25; 
18 in., $17.50; 20 in., $18.75. Auto- 
matic, style 11-5, 16 in., $12; 18 in., 
$13; 20 in., $14. Style 10-4, 14 in., 
$9.75; 16 in., $10.50; 18 in., $11.25; 20 
in., $12. Style 9-4, 14 in., $9: 16 in., 
$9.50; 18 in., $10; 20 in., $10.50. Uni- 
versal, ball bearing, Grand, 16 in. 
$14.25; 18 in., $15.50; 20 in., $16.75. 
Giant, 14 in., $9.75; 16 in., $10.50; 18 
in., $11.25; 20 in., $12. High wheel, 
14 in., $9; 16 in., $9.50; 18 in., $10; 20 
in., $10.50. Special, style 8-4, 14 in., 
$8.50; 16 in., $8.90; 18 in., $9.30. Spe- 
cial Yankee, style 8-3, plain bearing, 
12 in., $5.40; 14 in., $5.80; 16 in., $6.20; 

18 in., $6.60. 

Hose.—Rubber, garden, Commer- 
cial, % in., 6%c. per ft. net; Leader, 

% in., 6%c.; % in., 7%c.; Vigilant, 
56 in., 8%c.; Olympia, 5 ‘in., 8c; 
Good Luck, % in., 10c.; reer 5 in., 
10%c.; Bull Dog, 7A in., 13% 

Couplings.—Hose, Perfect “Clinch- 
ing, $2.25 per doz. net. Hose men- 
ders, $8.40 per gross. 

Lawn Trimmers.—Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipment. up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.._-Water weighted, 18 
in., diameter x 24 in. long. $13.24 each 
net; 24 in. diameter x 24 in. long, 
$15.34. 

Sprinklers.._Lawn fountain, $6 per 
doz. net; fountain, half circle, $5.50. 
Rain King, $2.34 each net. 


More and 





poultry supplies from now on. Jobbers 
are well prepared to supply retail 
needs, particularly their incubator and 
brooder requirements. 
We quote from Boston jobbers’ 
stocks: 
Poultry Netting.—For direct shin- 
ment, f.o.b. mill, freight equali7:4 
with the nearest competing mill: Gal- 
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vanized after weaving, 50, 10 and 5 
per cent discount; before weaving, 50, 
10, 5 and 10 per cent. 
Brooders. — Rite Heat, oil burner, 
wickless, No. 101, $18.55 per doz. net; 
No. 102, $22.05. Oil burner, Blue 
Flame, No. 27A, $12.25; No. 28A, $14; 
No. 80, $13.30; No. 81, $15.05. Coal 
burners, Standard, No. Bi $11.55; 
No. 118, $15.05; No. 119, $18.5 Elec- 
tric burners, No. 90, $10. 15; "io. 91, 
$13.83; No. 92, $17.33; No. 93, $20.65. 
Incubators.—-Mammoth, No. 40, $175 
each net; style E, No. 14, $11.50; No. 
16, $19.25; No. 17, $25.73. Standard, 
No. 1, $26.25; No. 2, $31.15; No. 3, 
$40.43; No. 4, $47; No. 5, $74.90. 


ROOFING PAPER.—Although no de- 
tails are forthcoming, jobbers intimate 
that Continental paper will be higher 
within the immediate future. 


SHOVELS.—Daily orders for snow 
shovels are had from some of the more 
northern sections of New England. 
Then, too, there is belated buying from 
nearby retailers in anticipation of 
snows. Prices are the same as they 
have been for a month or so. 


SKATES.—In the final days before 
Christmas demand for all kinds and 
makes of ice skates picked up remark- 
ably well. Buying for the season is by 
no means ended, say jobbers. It will 





not be long before roller skates will be 
wanted by the retail trade, and jobbers 
are urging dealers to give some thought 
to such merchandise. 


We quote from Boston jobbers’ 
stocks 

Ice Skates. —Union line, men’s No. 
524%, $1.36 per pair net; No. 424%, 
$1.14; No. 924, $3.31; ‘No. 1924, 
$4.12; No. 1624, 89c.; No. 1624%, $1.24; 
No. 1824, $2.06. Hockey and figure 
No. Ox3, $2.69. Canadian hockey, 
No. ate, $1; No. 7, $1.67. Ladies, No. 
52, 97c.; No, 5624, $1.17; No. 5624%, 
$1.49; No. 57244%, $1.92; No. 5924, 
$3.50; No. 524%, $1.62; Children’s bob 
skates, 45c. 

Roller Skates.—Union line, No. 2, 
70c, net per yoy No. 3, 75c.; No. 10, 
$1. 10: No. 5, $1.4 


STOVES.—Numerous retail dealers are 
finding their stove stocks inadequate, 
consequently the market is a little 
more active than it usually is right 
after Christmas. 


wh quote from Boston jobbers’ 
Ss: 








stoc 
Stoves.—Colman, gasoline, cook: 
Each net 

te LS re $22 
ee SR eee 29 
No. 623, 4 burners.. ios ae 
No. 625, 4 burners...... ‘ 52 
Se ha eer ee 15 
ee eS eer errr 26 
See rr 30 
oe Se, eee 46 
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WATCHES.—Watches sold very well 
during the holidays and retail stocks 
are generally small. Few realize what 
some of our watch making companies 
are doing. The New Haven Clock Co., 
the largest and oldest concern of its 
kind in New England, and the second 
largest in the country, has been operat- 
ing nine and 10 hours a day in an effort 
to keep up with orders. It is turning 
out 17,000 timepieces daily, of which 
9000 are watches, and the balance, 8000, 
make up of automobile, chime, alarm, 
desk, wall and office clocks, as well as 
expensive stop watches. It takes about 
1800 workers to assemble watches and 
clocks when the company is going as 
good as it has been of late. 
We quote from Boston jobbers’ 
stocks: 


Watches.—Ingersoll line plain dials, 
$1.02 each net; Eclipse, $1.67; Junior, 
$2.17; Midget, $2.17; Wrist, $2.33. 
With radiolite dials, Yankee, $1.50; 
Two in One, $1.67; Eclipse, $2.17; 
Midget, $2.50; Wrist, $2.67; Water- 
bury Chromium, plain dial, $3.33 each 
net; radiolite dial, $4. New Haven 
line, Tip-Top, plain, $1 each net; ra- 
dium, $1.48; a -Top wrist, plain, 
$2.29; radium, $2.62. New Haven, 
95c. Sports timer, $1.65. 


Twin Cities Gain from 5 Per Cent to 10 


Per Cent in Hardware Shipments in 1927 


MINNEAPOLIS, Dec. 27.—It has been estimated that the deliveries 
of hardware for 1927, out of the Twin Cities markets, will be be- 
tween 5 and 10 per cent greater than in 1926. This is a good 
healthy increase, with the greater benefits of the 1927 crop still to 


come. 


The holiday trade has held up well in the larger centers in all 
Stores were well filled with buyers and there is in evidence 
the desire to get the holiday shopping out of the way earlier than 


lines. 


in past years. 


This week, the last in the year, is signalized by many of the job- 
bing houses with special sales meetings at which all of the salesmen 
These are planned for the purpose of laying selling 


are present. 


campaign plans for the coming year. 


their inventories in many cases. 


Prices will probably remain practically without changes until 


the early part of 1928. 


AXES.—Sales are fair, with stocks well 


assorted. Prices have not changed. 
We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Single bit base 
weight axes, $16: double bit base 
weight, $21.50; Plumb Dreadnaught, 
single bit, unhandled axes, $14.50; 
double bit, $19.50; handled single bit, 
$19.25; double bit, $24.25 per doz. net. 


BOILER LIQUID, TILE CLEANER 
AND RADIATOR STOP LEAK.—De- | 
mand continues even with fair volume 





(Minneapolis office of HARDWARE AGE) 


Retail stores are well into 


for all of these lines. Stocks are being 


kept filled to meet the call. Prices have 
not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Hercules tile and 
porcelain cleaner, $2 doz. less than 
gross lots and $1.90 doz. in gross 
lots; Hercules Radiator Stop Leak, 
8 oz. cans, 1, 2 and 3 dozen cans to 
the carton, $4.50 dozen; Hercules 
boiler compound quart cans, $2 each. 


ROLTS.— Sales are steady though 
rather light. Prices remain unchanged. | 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60 per cent; 
stove bolts, 75-10 per cent; and lag 
screws, 60 per cent from standard 
lists. 


BUILDERS’ HARDWARE.—Finishing 
hardware is moving rather slowly at 
present. Projected building for spring 
is taking much of the time of estimat- 
ors. Prices are steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 34% x 3% steel 
butts, old copper and dull brass fin- 
ish, 19c. pair, in less than case lots, 
18c. pair in case lots; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, 26c. pair in less than case lots, 
25c. pair in case lots; broad bevel 
steel inside sets, old copper or dull 
brass finish, one piece knobs, less 
than case lots, $7 doz. sets, case lots, 
$6.75 doz. sets; steel bit-keyed front 
door sets, $1.60 per set; wrought 
brass outside trim, bit-keyed front 
door sets, $1.85 per set; cylinder 
front door sets, $6.50 per set. 

Light plain strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair; heavy 
plain strap hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz. pair; 6 in., $1.56 
doz. pair; light plain tee hinges, 3 in., 
62c. doz. pair; 4 in., 78c. doz. pair; 
heavy plain tee hinges, 4 in., $1.06 
doz. pair; 5 in., $1.20 doz. pair; 6 in., 
$1.40 doz. pair; 8 in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4 in., 
$1.28 doz. pair; 5 in., $1.58 doz. pair; 
6 in., $1.89 doz. pair; 8 in., $2.83 doz. 
pair; 10 in., $4.53 doz, pair net. 


| CHAIN.—Log chains are selling to 
| some extent. 


The greatest demand is 
for automobile tire chains, which, with 
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the deep snows the Northwest has had, 
are selling rapidly. 


We quote from jobbers’ stocks, 
f.o. : Twin Cities: Log chain, % x 14, 
$13. 3% x 14, $10.90; %, x 14, 
$10. +# Proof coil chain, % in., $12: 
% in., $8.90; % in., $8.30, and %& 
in., $9.85 cwt., net. 


COAL HODS.—Call is steady, with am- 
ple stocks on hand. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: japanned open 
coal hods, 17 in., $3.35; 18 in., $3.85; 
japanned funnel, 17 in., $4.30; 18 in., 
$4.90; galvanized open, 17 in., $4.65; 
18 in., $5.40; galvanized funnel, 17 in., 
$6; 18 in., $6.80 per doz. net. 


DAMPERS.—Call is fair, with stocks 
ample. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron, 6 in., 
wood handle dampers, $1.40, and cast 
iron, coil handle, 6 in., $1.20 doz. 
net. 


DRAIN PIPE CLEANERS.—tThere is 
a good demand for this item and stocks 
are being kept well filled. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Economy Plumber, 
drain pipe cleaner, 1 lb. cans, $2 per 

z.; 2 lb. cans, $3.90. The 1 Ib. size 
is packed 1, 2 and 3 dozen to the car- 
ton and the .2 lb. size is packed 1 
and 2 dozen to the carton. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Demand is very light 
at present, with stocks graded down. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28- 
ga., 5 in., S. B., slip joint, in crates, 
$5. 50 per 100 ft.; conductor pipe, 28- 
ga., 3 in., in crates, not nested, $5.40 
per 100 ft.; 3 in., $1.73 doz. net. 


OIL HEATERS.— Demand is fair, 
though not so great as early in the fall. 
Dealers have fair stocks on hand, and 
prices are firm as last quoted. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Nesco Perfect Oil 


o. 505, Giant, $11,25; No. 605, $12. 78 
each, with discount in quantities less 
than ten, 30 per cent; ten or more, 
30-5 per cent. 


PAINTS AND WHITE LEAD.—Call is 
somewhat light at present, with stocks 
at a low point for the winter. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.55 per gal., in 1-gallon 
cans; second grade house paint at $2 
per gal., in 1-gallon cans, and white 
lead in 100-lb. containers at $12.48 
ewt. 


PUMPS.—Water supplies are selling 
rather more slowly at present, with 
dealers’ stocks cut down low. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No. 440 
plain spout windmill force pumps, 
6 in. stroke, $6.85; adjustable stroke, 
$70; No. 495 Underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65; No. 103, hand 
lift, 6 in. stroke, $14.25; No. 182 hand 





lift, 6 in. stroke, 6 ft. set length, 
$5.25 each, net. 


PYREX OVENWARE.—Holiday sales 
were very good, with stocks kept well 


assorted. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles. 
$1.17; No. 624 casseroles, $1.33: No. 
634 casseroles, $1.33; No. 212 bread 
pans, 60c.; No. 200 pie plates, 67c.; 
No. 209 pie plates, 60c.; No. 231 util- 
ity dishes, 67c.; No. 12 tea pots, $1.67; 
No. 26 tea pots, $2.33, and No. 953 
percolator tops, 7c. each, net. 


REGISTERS.—Demand is rather light, 
with stocks ready for resumption of 


building. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent and wrought steel 
registers, 40 per cent from lists. 


REGISTER AND RADIATOR 
SHIELDS.—Call for this class of mer- 
chandise is steady and with good vol- 


ume. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Floor register 
shields, $12 doz.; wall, $6 doz., and 
sheet steel adjustable radiator 
Shields, $2.67 to $4.37 each, net. 


ROPE.—Sales are fair, with stocks 
rather light in dealers’ stores. Prices 


have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 25%c. Ib., base, and best 
grade sisal rope at 17c. lb., base. 


SCREWS.—Demand is steady, with 
stocks rather light for inventory. Prices 


have not changed. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Flat head bright 
wood screws at 85 per cent; flat head 
japanned, 70-20 per cent; round head 
blued, 80-15; flat head, brass, 80-10; 
and round head brass, 75-20 per cent 
from lists. 


SKATES.—Demand has been and still 
is very good, the popular type being 
the tube, with shoes attached. Prices 


are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Plain steel roller 
skates, 75c. pair; Speed King, boys, 
$1.35 pair; girls, $1.40. pair; ice 
skates, Nestor Johnson, North Star, 
aluminum finish, $7 pair: nickel 
finish, $8 pair; Union, No. 5%, 89c. 
pair; No. 07, $1.07 pair; No. 424%4L, 
$1.93 pair; No. 524%, $1.27 pair; No. 
524144u, $1.55 pair; No. 1624, 84c. 
pair; No. 5624, $1.12 pair; No. 562%, 
$1.44 pair, net. 


SNOW SHOVELS.—Sales are still very 
good, after the first big sale of snow 
tools when the heavy snowfall came. 
Dealers have had to reorder several 
times in some instances. Prices are 


unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $17.40; steel blade, 
straight handle, $4.15; galvanized 
steel blade, 15% x 17, D handle, $10, 
and same, 16 x 21, $10.65 doz., net. 


SOLDER.—There is a fair demand, 
with stocks ample for the call. Prices 


have not changed. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Strictly half and 
half solder at 38c. Ilb.; and war- 
ranted half and half solder, 39c. Ib., 
net, in 100-lb. lots. 


STEEL SHEETS.—-Sales are fair, with 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., base (24 ga.), 
and black steel sheets at $3.95 cwt., 
base (24 ga.). 


STEEL GAME TRAPS.—Demand still 
is good, with ample stocks from which 
to draw. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor game traps, 
No. 0, $1.10; No. 1, $1.88; No. 1%, 
$2.44; No. 2, $3.36; Oneida jump, 
No. 0, $1.54; No. 1, $1.83; No. 1%, 
$2.81 doz., net. 


TIN.—Call is slowed up somewhat by 
the steady cold weather. Stocks are 
ample, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke tin, 
ICL, 20 x 28, $14.50 box, and roofing 
tin, IC, 20 x 28, 8-lb. coating, $15.50 
box, net. 


WEATHER STRIP.—Sales are very 
good, with stocks being drawn on heav- 
ily. The more popular forms are hard 
to keep in stock as demand is so steady. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 70, felt weather 
strip, $2.10; No. 71, $2.10; No. 71%, 
$3; No. 74, $4.20; No. 8 flexible rub- 
ber, $1.50; No. 9, $1.80; No. 10, $2.40; 
No. 11, $3; Flex-O-Mold, 500 ft. rolls, 
$2.25; Wirf’s, 500 ft. rolls, $4.40; Bos- 
ley’s, 500 ft. rolls, $3.94 per 100 ft., 
net. 


WINDOW VENTILATORS.—Sales 
show a good volume, with stocks well 
filled. Prices have not changed. 


We Paige from jobbers’ stocks, 
f.o.b. Twin Cities: No. 02 steel frame 
window ventilators, $4.80; No. 2, 
$60; No. 3, $6.40; and No. 4, $7.60 


doz., net. 


WIRE.—Demand is low, with stocks 
being kept down until after the first 
of the year. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.) $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
gaivanized wire, $3.55 for No. 9, net. 


WRENCHES.—There is a fair demand 
for wrenches from shops and garages. 
Machine shops are running rather slow- 
ly at this time, so sales are light there. 
Prices show nothing of interest. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in., 
$1.70; 12 in., $2.06; 15 in., $2.75 each, 
net. 
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Cleveland Reports Christmas Trade Fair 
—Some New Prices Announced 


(Cleveland office of HARDWARE AGE) 

CLEVELAND, Dec. 27.—The holiday buying season closed with a heavy 
rush of late orders during the last few cays before Christmas. While 
jobbers have not yet compiled figures to make comparisons with previous 
years, they report that taken altogether their holiday business was fair. 
The cold weather before Christmas helped to stimulate business in such 
lines as sleds and skates. Jobbers’ sales were heavy in electrical house- 
hold utensils, glass baking ware and Christmas tree decorations and 
good in wheel goods, particularly velocipedes, and in cutlery and some 
other lines. Cleveland retailers also report a fair holiday trade. Sales 
of merchandise outside of holiday goods while rather light have been 
about normal for the holiday season. Some orders were placed for 
staple merchandise needed to replenish stocks, but as the attention of 
retailers has been centered on the holiday trade they have not been 
placing much business the past week or two for merchandise other than 
that needed for immediate delivery. The snowfall has caused a heavy 
demand on both jobbers and dealers for snow shovels. 

New prices for 1928 are out on stove pipe and elbows, these showing 
a slight reduction from this year’s prices. Lock sets have been ad- 
vanced 50 cents a dozen and butts, which have been somewhat irregular, 
have stiffened up. Some grades of prepared roofing, which has been 
unsettled, have advanced. 


Dry cell A_ batteries, No. 7111, 
35l4c. in standard packages; 40c. in 
broken lots; Columbia igniter dry cell 
batteries, 32\%4c. in standard pack- 
ages; 36c. in broken lots. 


BOLTS AND NUTS.—The demand is 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Recent weather conditions 
have stimulated the demand for tire 
chains. Tires and automobile accesso- 
ries are quiet. : . 
q } . not as lively as recently. Prices are 
Cleveland jobbers quote Mansfield | fi 

tires f.o.b, Cleveland, 30 x 3% Lib- | irm. 
erty Cord, $6.10; heavy duty oversize, | 
$8.30; 32 x 4 Liberty, $11.15; heavy | 


Jobbers quote f.o.b. Cleveland: Ma- 
chine and carriage bolts, cut thread, 


duty, $13.80; balloon tires, 27 x 4.40, | hot pressed and cold punched nuts 
$8.70; 29 x 4.40, $9.15; 30 x 5, $13; 32 x at 60 and 5 per cent off list. Bolts 
6, heavy duty, $21.10; 32 x 6.20, heavy with rolled thread, 60, 10 and 5 per 
duty, $24.85; tan tubes, 30 x 314, | cent off list. Stove bolts, 80 per cent 


$1.60; 32 x 4, $2.50; 34 x 4%, $3.10; "| of list. 
balloon tire tubes, gray, 27 _x 4.40, Semi-finished nuts in bulk, 50 and 
$1.80; 29 x 4.40, $1.85; 30 x 5, $2.25; 5 per cent off list; 15 per cent higher 
32 x 6, $3.10; 32 x 6.20, $3.50. k | for packages. 
We quote from jobbers’ stocks, 

f.o.b. Cleveland: Millérs Falls, No. 145 | BOILER LIQUID, ETC.—Stop leak for 
jacks, $3.75. Derf spark plugs, 96c. —_—| radiators, boiler liquids, etc., are mov- 
each for all sizes in lots of less than ; A 

50; Champion X spark plugs, 45c. ing fairly well. 


each for less than 100, and 41c. each Jobbers quote f.o.b. Cleveland: 
for over 100; ( hampion regular, — | Hercules tile and porcelaif cleaner, 
each for less than 100, all sizes; 50c. $2 per dozen; in gross lots, $1.90 per 


each for over 100. 
AXES.—tThis item has been extremely 
dull lately. 


Jobbers quote f.o.b. Cleveland: 
First grade single bitted rustless 


| dozen. 

| Hercules radiator stop leak, 8 oz. 

cans, 1, 2 and 3 doz. cans to a carton, 

| $4.50 per dozen. 

| Hercules boiler liquid, quart cans, 
$2 each. 


black finished, handled axes. $19.50 | BUILDERS’ HARDWARE.—Lock sets 


base per doz.; unhandled, $15.59 per 


doz.; double bitted. handled, $24.50 have been advanced 50c. per dozen and 


per doz.; double bitted, unhandled, . * 
$30 per dos.; G0c. increases for dozen | butts, which recently have been some 
lots weighing 42 to 48 Ib. and similar | what irregular have stiffened up to 16c. 
advance for each 6 Ib. additional | per pair for 3% in. Some business has 


weicht increase, | 5 
ANTI-FREEZE MATERIAL.—The de- | been taken recently at 15c. per pair. 
2 a Cleveland jobbers quote in case lots 

t ~— 1 
mand for denatured alcohol and anti- | oe asi BUE oer Ea. | Seer aise 
freeze compounds has been fairly heavy hinges, 6 in., $1.45 per doz.; 8 in., 
> _ — 2.38 per doz.; extra heavy T hinges, 
recently because of the cold weather. Fin. OL oer Genet i te, ake oor 

Cleveland jobbers quote denatured dozen. 

alcohol 188 proof at 52 to 54 cents | Butts, case lots, 3 in., 15%c. per 
ner gal. in 50-gal. drums: Ever | pair; 3% in., 16c. per pair; 4 in., 22c. 
Ready Prestone at $3.60 per gal. per pair; for less than case lots, all 


TT . ee . : sizes are 2c. per pair higher. 
BA ERIES.—Radio batteries continue Ornamental hinges, standard fin- 


moderately active. | ishes, $1.05 per doz.:; nickel and sand 
blasted finished, $1.25 per doz. 


|CORRUGATED ROOFING. — Prices 


Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 
U 


A a |are unchanged, although there is talk 
ee $1.1 $1.22 |of an advance. The demand is rather | 
DEED  pkubaculcGa densa 30 40 | | 
ot peereaeae alias 244 262 | Slow. 
ee a Se ey a io mee 3.40 | Cleveland jobbers quote No. 28 
ee satel ee 3.58 gage, 1% in., corrugated roofing at 


$4.01 per sq. f.o.b. Pittsburgh, for 
ten squares or over. 
CREPE PAPER.—Sales of this con- 
| tinued heavy through the holiday sea- 
son. 
Cleveland jobbers quote crepe paper 
at $1.20 per doz. folds except gold 


and silver, which are $2 per doz. 
folds. 


GAME TRAPS.—The demand for these, 
which has been heavy for several weeks, 
continues very good. 

Jobbers quote f.o.b. Cleveland: 
Victor line No. 0, $1.10 each; No. 1, 
$1.38 each; No. 1% $2.44 each; No. 
91, double grip, 3°44 each; United 

| Jump, No, 1, $1.59 each; No. 1%, 
$2.81 each. 

|GLASS BAKING WARE.—Sales of 
| Pyrex ware and mountings for the holi- 
day trade broke all previous records. 


Jobbers quote f.o.b. Cleveland: 

Casseroles.—Round or oval, 1 qt., 
$1; 1% qt., $1.17; 2 qt., $1.33; square, 
$1.17; casseroles with fancy covers, 
35c. higher. 

Pie Piates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67e. 

Bread Pans.—No. 212, 60c.; No. 214, 





$1. 

ae Dishes.—No. 231, 67c.; No. 
232 1.17. 

Teapots.—2 cups, $1.67; 4 cups, $2; 


6 cups, $2.33. 

|GLASS CLOTH AND CEL-0-GLASS. 
| —Orders have been good for early ship- 
| ment and a fair amount of business is 
| being taken for delivery early in the 


| year. 

| Cleveland jobbers quote glass cloth 
24c, per yd. in 100 yd. rolls and 25c. 
per yd. in small rolls; Cel-O-Glass, 
12c. per sq. ft. 

ICE CREAM FREEZERS.—Few are 

moving. 

Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 

| White Mountain, 2 qt., $5.65 each; 
| 4 qt., $8.25 each; 6 qt., $10.45 each: 
8 qt., $13.50 each; this price is subject 
to 50 per cent discount. 

Lightning, 2 qt., $5.50 each; 4 at., 
$8 each; 6 pt., $10 each; 8 qt., $13 
each; subject to a 55 per cent dis- 
count. 

Blizzard, 2 qt., $5.50 each; 4 qt., $8 
each; 6 qt., $10 each; 8 at., $13 each; 
subject to discounts of 55 and 7% 
per cent. 

Acme, 2 qt., in half dozen lots, $8 
per eas in broken packages, $8.40 
per doz, 


LAWN HOSE.—This is not a very ac- 
tive item at present. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: 2-braid, molded, un- 
coupled hose, ™% in., 7% cents per 
ft.; % in., 8% cents per ft.; % in., 
9% cents per ft.; coupled hose is %4 
cent per ft. higher. 

MACHINE SCREWS.—These are 
rather quiet. Prices are unchanged. 


Cleveland jobbers quote steel ma- 
chine screws at 85 per cent off list 
and brass at 75 and 5 per cent off 
list. 

NAILS AND WIRE—As jobbers gave 
the trade the opportunity to cover at 
| the old prices before the recent ad- 
| vance, their sales were heavy, but now 
that the advance has gone into effect 


| business is very light. 


| 
| 
| 





{ 
| 
| 
| 
| 
i 
| 
| 
| 
| 


| Jobbers quote nails at $2.75 base 
| per keg for mill shipment and as 
follows from stocks: 

Nails.—Less than car lots, $2.90 per 


Reading matter continued on page 40 
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The Remington Weekly Letter 


Kleanbore Program 1928 


We have just held our annual meeting with our 
District Sales Managers. The Kleanbore program 
for 1928 was carefully discussed. Our District 
Sales Menagers in our meetings represented our 
customers, and we have been largely guided in the 
following decisions by what they had to say. We 
have also had letters on this subject from a number 
of our distributors, expressing their views. 


The problem before us was the shifting from our 
present line of ammunition to the new 2nd com- 
plete line labeled Kleanbore. Here are the points 
that were raised. 


If we came out after the first of the year with a 
complete line of Kleanbore ammunition in rim fire, 
center fire and in loeded shells, notwithstanding 
our previous announcement of the approaching 
change, the jobbers and retailers would have their 
present stocks of goods on hand. If we came out 
with a campaign advertising the complete Kleanbore 
lines, users would insist upon having Kleanbore 
and nothing else. 


It was suggested that under the circumstances 
some jobbers and retailers might decide to dump 
the present goods by cutting the price. This is 
something, of course, that we are very anxious to 
avoid. 


After discussing this problem from many differ- 
ent angles, we have finally reached the following 
decisions, and we hope that it will be understood 
that these decisions are influenced by our desire to 
protect the interests of our customers: 


1. We will not bring out a line of loeded shells 
under Kleanbore labels until the first of 1929, nor 
will we advertise Kleanbore loaded shells to con- 
sumers during 1928. 


2. Starting about February Ist, we will bring 
out Kleanbore center fire ammunition under Klean- 
bore labels, 2 few sizes at a time. We will not 
make any public announcement, nor will we adver- 
tise what size will be sent out on orders under the 


Kleanbore brand. 


3. It is suggested that this is the best plan to be 
followed to prevent dumping and price cutting on 
present stocks, and to make the chenge from the 
present stocks to the Kleanbore label with just as 
little dislocation of the business as possible. 


4. We will not specifically advertise Kleanbore 
center fire ammunition until the time is reached 
when we are regulerly shipping practically the en- 
tire line under the Kleanbore brand. 


5. The only exception to the above decisions in 
loaded shells will be the 410 gauge load. This 
load will be brought out early in the season under 
Kleanbore labels, along with the center fire cer- 
tridges. For some time past we have been filling 
orders for this lead with the new goods under old 


labels. 


6. Jobbers particularly are requested, when 
they receive Kleanbore labeled goods, to fill orders 
with the present goods first. Stock clerks should 
be instructed to place the present goods in the front 
of their shelves 2nd new cases of Kleanbore stock 
at the bottom of the pile. 


7. Retailers are requested to follow the same 
plan; that is, to sell the present goods at the regular 
prices, and only to offer the new goods as their 
present stock becomes exhausted. 


8. We ourselves will have no old goods to offer 
the trade at lower prices. As a matter of fact, we 
have already sent out many millions of the new 
goods under the present labels. 


9. We especially ask our distributors, both 
wholesale and retail, not to dump any of the present 
stock at cut prices. You may be dumping new 
goods under the old labels. 


10. We believe that with a little patience among 
all of us, we can gradually shift from the old label 
to the new without any loss from price cutting. 


11. If any of our customers desire copies of 
this letter to be sent to their szlesmen, or to be 
placed on the walls in their stock rooms, we will be 
glad to supply copies free of charge. 


In conclusion, let us say that it is a disappoint- 
ment to us not to come out with the entire line of 
new labels immediately, but after very careful con- 
sideration, and listening to the advice of our cus- 
tomers and District Sales Managers, we have decided 
upon the above plan of making the change in labels 
gradually 2s best serving the interests of all the 


A PLawr22e, 


President 


REMINGTON ARMS COMPANY, Ine. 


25 Broadway, New York City 


Marufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines. 


Telephone, Bowling Green 3392 
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keg; No. 9 galvanized wire, $3.35 per 
100 lb.; No. 9 annealed wire, $2.90 
per 100 lb.; cement-coated nails, $2.90 
per 100 lb.; polished fence staples, 
$3.60 per 100 Ib.; galvanized fence 


Barbed Wire.—Barbed wire stock 
shipment. Lyman, 4 point, $3.13 per 
80-rod spool. Hog wire, $3.38 per 
80-rod spool. 


OIL AND GASOLINE STOVES.—A 
moderate volume of business is being 
taken for spring shipment. 


Jobbers quote f.o.b. Cleveland: Per- 
fection oil stoves full white porcelain 
enamel with built-in oven, Superfex 
burners, $140; full white porcelain 
enamel with built-in oven, double- 
wall burners, $120; japan finish 
stoves, $28.50, ’322. 50 and $17.50. Puri- 
tan oil stoves, full white porceiain 
enamel with short drum Puritan 
burners, $122; japan finish stoves, 
$28.50. $22.50 and $17.50. Puritan 
pressure gas stoves, full porcelain 
enamel with built-in oven and pres- 
sure gas burners, $128; japan finish 
stoves, $38, $33 and $26.50. Perfec- 
tion ovens, one burner, $2.50; one 
burner glass door, $2.70 and two- 
burner glass door, $6. Discount on 
above stoves and ovens, 30 per cent 
for less than ten and 30 and 5 per 
cent for ten and more. 

Nesco stoves, 2-burner gasoline 
without high shelf, $23; same 3- 
burner, $28; same 4-burner, $33; 4- 
burner range, $65; 5-burner range, 
$70; high shelves for regular gasoline 
stoves, 2-burner, $5.25; 3-burner, 
$6.50; 4-burner, $8; dealers’ discount 
30 and 5 per cent off list. 

Air-O-Gas gasoline stoves, No. 327, 
$28.50: No. 330, $34.50; No. 324, $39; 
No. 325. $45; No. 328, $72; No. 322 
range, $114. These prices are sub- 
ject to a 33% per cent discount. 


POULTRY NETTING AND WIRE 
CLOTH.—Following a fair amount of 
early buying sales have slumped off. 





Cleveland jobbers quote: 12-mesh 
black wire cloth, $1.75 per 100 sq. 
ft.; 12-mesh galvanized, $2.10 per 10v 
sq. ft.; 14-mesh galvanized, $2.50 per 
100 sq. ft.; 16-mesh, $2.85 per 100 sq. 
ft.; bronze, 14-mesh, $5.35 per 100 ft. 
rolls; 50 ft. rolls 10c. additional. 
Poultry netting, galvanized after 
weaving, 50 and 10 to 50, 10 and 5 per 
cent off list; galvanized before weav- 
ing, 50, 10 and 10 to 50, 10, 10 and 5 
per cent off list. 


PREPARED ROOFING.—The market, 
which has been irregular, shows a 
firmer tone and some makes have been 


advanced 5 per cent. 

Cleveland jobbers qucte popular 
grades: Light, 98 cents per roll; me- 
dium, $1.12 per roll; heavy, $1.29 per 
roll; slate surface roofing, $1.99 per 
roll. 

RADIO EQUIPMENT.—tThe holiday 
trade on radio sets has been rather 
slow. Power units are in fair demand. 

Jobbers quote f.o.b. Cleveland: 
Philco 6-180-volt, AB-686, socket 
power units, $33; AB-386, $39; AB- 
382, $45; 6-150-volt, AB-663 and AB- 
356, $27; AB-623, $33; 4-volt, AB-463, 
$27; AB-423, $30; 6-volt A socket 
power units, A-603, $16.60; B socket 
power units, B-86, $21; B-603, a 50; 
Phileo trickle charger, TC-60, 

ROLLER SKATES.—Sales tue been 
rather moderate for the holiday season. 
Some orders are being booked for spring 


shipment. 
Jobbers quote f.o.b. Cleveland: 
Union Hardware Co. line, Nos. 4 and 
5, $1.42 per pair; No. 6, $1.55 per pair; 
No. 3, children, 75c. per pair. 
ROPE.—The demand continues fairly 
active and prices are unchanged. 
Cleveland jobbers quote best grade 
of manila rope at 23%c. per lb. for 
factory shipment and 24c. per Ib. for 


| 








stock shipment; sisal rope, 16c. per 
lb. for factory shipment and 16%c. 
for shipment from stocks. 


STOVE PIPE AND ELBOWS.—New 
prices are out on stove pipe and elbows 
for next year. Stove pipe is 7% per 
cent lower and elbows 5 per cent lower 
than last year. Jobbers have put out 
new prices for factory shipment and 
will shortly name prices for shipment 
from stock. 

Cleveland jobbers quote for factory 
shipment: 6-in., 28-gage, Security 
stove pipe at $3.14 per crate of 25 
joints and 6-in. elbows, 28-gage at 
$1.26 per doz. 

SHEETS.—There is some irregularity 
in sheet steel prices, concessions of $2 
to $3 a ton appearing. Jobbers were 
able to stock up at the recent low mill 
prices and this evidently accounts for 
the concessions in warehouse business. 

Cleveland jobbers quote galvanized 
sheets 4.50 cents and black sheets 
at 3.75 cents for No. 2-gage, these 
being the regular prices. 

WEATHER STRIPPING. — This is 
moving very slowly at present and will 
soon become an inactive item. 

Cleveland jobbers quote: No. 50 Air 
Seal, $2.25 per 100 ft.; Home Com- 
fort, white, $5.50 per 100 ft.; maroon, 
$4.55 per 100 ft. 

WINDOW VENTILATORS.—These are 
still selling quite well, particularly the 
better grades. 

Jobbers quote No. 02, $4.80 per 
doz.; No. 2, $5.60 per doz.; No. 03, 
$5.60 per doz.; No. 3, $6.40 per doz.; 
No. 4, $7.60 per doz.; Hygiene metal, 
Nos. 18%, 22 and 25%, $1.50 each: 
No. 33% ~ $2 each; No. 36, $2.25 each. 


Pittsburgh Hardware Trade Busy 
with Inventory Taking—Prices Firm 


(Pittsburgh Office of HARDWARE AGE) 


PITTSBURGH, Dec. 27.—Christmas has passed and the hardware trade 
now enters that period when inventories and checkups of the year’s 


results bring about a sharp letdown in business. 


It is a perfectly 


safe forecast that until after the turn of the new year, there will be 
little of an exciting character to report as to market conditions. In 
the past week, there has been the usual eleventh hour rush for holi- 
day goods and whatever profit there might have been in the orders for 
the jobbers has been pretty largely dissipated in the express charges, 
since jobbers cannot be expected to stock everything that may be called 
for in such times and to accommodate customers express instead of 


freight deliveries have been ordered. 
It is uniformly reported that rush orders for 


very well passed on. 


The extra expense cannot be 


electrical appliances, sleds, silverware and other articles wanted for 
gifts have been big numerically, but they have been small in volume 


and in money value. 


Retailers simply will not order ahead and the 


same lack of interest is apparent in goods for spring that there was 
earlier in goods that retailers must have known would be wanted at 


this time. 


The fact that really seasonal weather lately has been preva- 


lent has not helped sales of staple goods, because people have been 


thinking solely of Christmas presents. 


Depression in the coal indus- 


try also has gone unrelieved by the advent of cold weather and hard- 
ware dealers are selling neither mining goods, nor goods for gifts, 
since the miners have not the money this year to spend in that way. 
The Stanley Rule & Level and the Disston price lists on tools have 


appeared and disclose very little change from former lists. 


The Diss- 


ton line is entirely unchanged and the changes in Stanley products 
refer chiefly to those items the sale of which is becoming more and 
more limited and consequently more costly to produce. 





AUTOMOBILE ACCESSORIES.— 
Items usually wanted when there is 
snow and the temperatures are low 
have been stimulated by the fact that 
the weather has been of that kind 
lately. Chains have lately sold with 
much freedom and the liquids used to 
prevent radiators from freezing have 
gone well. Jobbers quote: 


Alcohol.—In barrel lots, 49c. to 57c. 
per gal. 

ome —In 55-gal. drums, $2.25 per 

mf 30-gal. drums, $2.30; 3-gal. cans, 


Prestone. —Eveready, $3.60 per gal. 

Chains.—Lots of 1 to 9 pairs, 30 per 
cent off list; lots of 10 to 49, 35 per 
cent off list; lots of 50 or more, 40 
per cent off list. 

Freezmeters.—Best, 60c. each; good, 


"byeremeters.—Mantard makes, 65c. 

eacn, 
AUTOMOBILE TIRES AND TUBES.— 
There has been some buying of tires 
for Christmas presents, but jobbers 
still call business slow and say there is 
room for much improvement. Popular 
sizes of tires and tubes of the brands 
handled by the hardware trade are 
quoted by jobbers as follows: 


Casings.—High pressure, cord, 30 
x 3% in. clincher, $6.10 each; same, 
extra size, $8.30; 31 x 4 in., $13; 

x 4 in., $13.80; 33 x 4 in., $14.50; 3 
x 4% in., $18.75; 33 x 4% in., $19. 50; 
34 x 41% in., $20.20; 33 x 5 in., $25.50: 
balloon, 29 x 4.40 in., $9.15; 30 x 5 


Reading matter continued on page 42 
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Michigan Central Railro oa al 
equips over 300 doors with 





“The doors operate easily year after year. Our 
satisfaction is indicated by our constant re-orders’’ 


J. F. Deimling, Chief Engineer, Michigan 
Central Railroad, says: 


“In January, 1926, we completed a new 1190 ft. sec. 
tion of our freight house, making the total length 2000 
ft.— perhaps the longest railroad freight house in the 
country. On one side of the freight house are the 
tracks; on the other side is a roadway where teams and 
trucks are constantly loading and unloading. 


“In the original section of this freight house, which 
is 10 years old, we used Richards-Wilcox door hard- 
ware. Being perfectly satisfied with our 10 years’ expe- 
rience, we naturally selected R-W equipment for the 
newer additions. R-W equipped doors of the sliding 
type line the railroad track side of the freight house. 
On the teaming side, we use a vertical rolling door. 
All door openings are 9x9 fe. 


“In June, 1926, we completed a new inbound freight 
house of the same type, three sets of tracks away. This 
building is 590 ft. long, with R-W equipped sliding 
doors throughout. , 

“Altogether, we have in these two freight houses 
over 300 doors equipped with R-W hardware, slides, 
and trolleys. We also have several FyReWall doors of 
Richards-Wilcox manufacture, as well as a folding 
door 17 ft. wide by 12 ft. high. 

“At present we are constructing the Michigan Cen- 
tral Fruit Auction Building, which will be equipped 
throughout with R-W bi-fold and sliding doors and 
hardware. 

"We have never had a complaint about our Richards- 
Wilcox equipment. The design is right, and the doors 
operate easily year after year. Our satisfaction is indi- 
cated by our constant re-orders.”” 


R-W Engineers will gladly make an analysis of your plant requirements in the matter of doorways and conveying 
problems, without placing you under any obligation. Just write our nearest branch office. 





New York - 


Boston Philadelphia Cleveland Cincinnati Indiana 
San Francisco 


RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. ° 


Minneapolis ansas City s Angeles 


Montreal - 


AURORA, ILLINOIS, U.S.A. 
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oi $13; 31 x 5 in., $13.55; 30 x 5.25 
in., 20 in. rim, $15.15; 21 in. rim, 
$15.65; 30 x 5.77 in., $20.85; 30 x 6 
in., $20. 40; 32 x 6 in., 20 in. rim, 
$21.10; 21 in. rim, $21.80. 

Tubes.—High pressure, tan, 30 x 
3% in. clincher, $1.60 each; 31 x 4 
in., $2.40; 32 x 4 in., $2.50; 33 x 4 in., 
$2. 60: 32 x 4% in. $2.90; 33 x 4% in. 
$3; 34 x 4% in., $3. 10; 33 x 5 in., $3.75: 
gray tubes se sll 15¢. to 50c. less: bal- 
loon, gray, 29 x 4.40 in., $1.85; 30 x 5 
in., $2.25; 31 x 5 in., $2.30; 30 x 5.25 
n., 20 in. rim, $2.55; 21 in. rim, $2.65; 
30 x 5.77 in., $3.10; 32 x 6 in., $3.10; 
33 x 6 in., $3.35. 


BATTERIES.—There seems to be little 
or no letdown in the call for radio dry 
cell batteries; indeed, the sale is so 
constant and strong that jobbers often 
find it necesary to order express ship- 
ments to keep their stocks rounded. 
They quote: 


Broken Unit 
Packages Packages 
J Saserrr $1.05 97 
PM Lobe wiesoaun 3.85 3.33 
ee ere 1.22 1.14 
Se eee 1.22 1.14 
Sh 1.40 1.30 
Gh 6.5 bn ob 2.62 2.44 
ae re 2.62 2.44 
es) ee 3.40 3.17 
RL SEN avbsevdusets 42 .39 
ae Ee .40 36% 


No. 6 dry cells, ignition type unit 
package; 3214c. each. 
Flashlights.—No. 935, 9%4c. each; 
No. 950, 9%c.; No. 790, 18%4c.; No. 
705, 28c.; No. 750, 1844c.: No. 761, 25c. 
“a Shot.—No. 1461, $1.67; No. 1661, 
37. 


BOLTS, NUTS AND RIVETS.—This 
line still is more notable for the firm- 
ness of prices than the size of the de- 


mand. Neither jobbers nor manufac- | 


turers find sales very large, but that is 
the usual condition at this time of the 
year. Jobbers quote: 
Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 50 and 
10 per cent off list. 
Nuts.—All styles, 60 to 62% per 
cent off list. 
Rivets.—Large, $3.50 base per 100 
pieces; small wagon and _ tinners’ 
rivets, 60 per cent off list. 


BUILDERS’ HARDWARE. — Business 
is seasonally quiet, but prices are 
firmly maintained. Jobbers quote: 


Butts.— Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair: 
3% in. x 3% in., $19; 4 in. x 4 in., 


0. 

Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.95; 10 in., $4.80; 
extra heavy, T, 6 in., $2.30 per doz.: 

8 in., $3.40; 10 in., $5.40; light strap, 
— screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair: 4 in 
$11.60; light. T, 3 in., $11 per 100 
pair; 4 in., $12.60. 

Hasps. — Hinge. without screws, 
single dozen lots, 3 in., 65c. per doz.; 
4% in., 79c.; 6 in., $1.05; safety, 3 in., 
97c. per doz.; 4% in., $1.14; 6 in., 
$1.60. 

Garage Sets.—Swinging hinges, 10 
n., $3:10 per set. 

CARPENTERS’ TOOLS.—The Stanley 
and Disston prices are out, with the 
latter simply a reaffirmation of present 
prices and the former merely a revision 
of the old list in which those items for 
which the call is dwindling and the cost 


of producing is increasing, are marked 
up. 

CHRISTMAS TREE HOLDERS.—Like 
almost everything that usually is 
wanted for Christmas, this line has 
been urgently wanted in the past week, 
because retailers would not order them 
ahead and jobbers do not stock any 
more heavily than their sales experi- 
ences dictate. Express shipments from 








factories have been necessary to supply 
the demand. Jobbers quote: 

2 in., $8 per doz.; 3 in., $13.20 per 
doz.; No. 12, $6.50 per doz.; No. 14, 
$7.50 per doz.; No. 16, $9 per doz. 

GAME TRAPS.—The same heavy de- 
mand there has been all season con- 
tinues wthout abatement and jobbers 
simply find it impossible to keep up 
with it. They quote: 


Victor, No. 0, $1.10 per doz.; No. 1, 
$1.38; No. 1%, $2.44; No. 2, $3.36; 
jump, No. 0, $1.59; No. 1, $1.83; coil 
spring, No. 1, $1.28; Gibbs, 2-trigger. 





$5 per doz.; single grip No. 1, $1.88; 
No. 2, $3.35; No. 3, $5.50; No. 4, $6.70. 


HEATERS.—The right sort of weather 
for good sales has prevailed, but the 
sales have been disappointing. Jobbers 
quote: 
Oil Heaters.—According to size and 
style, $3.75 to $6 each. 
Gas Heaters.—Radiant type, $9 to 
$65 each: reflector type, $2.25 to 
$13.50 


HEATING ACCESSORIES.—There is 
still some call for these items, but it is 
not of the urgent character it was a 
short time ago. Jobbers quote: 


Stove Board.—Square, wood lined, 
24 in., $12.60 per doz.; 28 in., $18 per 
doz.; 30 in., $20 per doz.; 36 in., $29 
per doz.; paper lined, 24 in., $7.50 per 
doz.; 28 in., $9.50 per doz.; 30 in... 
$10.80 per doz.; 35 in., $16.20 per doz. 

Stove Pipe and omg yg qual- 
ity nested stove pipe, 3 in., $2.75 per 
crate; 4 in., $2.90; 5 in., $3.11; 6 in., 
$3.57; 8 in., $4.17; elbows, corrugated, 
3 in., $1.01 per son. 4 in., % 13; 5 in., 
$1.30; 6 in., $1.42: 7 in., $1. 

Dampers and Flue “Rang —Damp- 
ers, 3 in., $1 per doz.; 4 in., $1.10; 5 
n., $1.20; 6 in., $1.35; 7 in., $2; flue 
rings, 3 in., $1 per doz.; 4 in., $1.25; 
5 in., $1.90; 6 in., $2.20; 7 in., $2.75. 

Coal Hods.—Galvanized, 16 in., $4.30 
per doz.; 17 in., $4.75; 18 in., $5.25. 

Coal Chutes.—-Black, 8 ft., $6 each: 
10 ft., $7.50; 12 ft., $9. 

Fire Shovels.—Stamped sheet steel 
japanned, flat handle, 50c. per doz.; 
round handled japanned, 60c. to $1.10; 
galvanized, $1.10. Never Break No. 
10. $4.25; No. 16, $4.60; No. 20, $4.80. 

Furnace Scoops.—No. 150-B, $7.50 
per doz.: No. 80, $4.80; No. 81, $4.20. 

Gas Connections.—Lead, 12 in.. 24c. 
each: 18 in.. 28¢.: 24 in., 38c.: 30 in.. 
28c,; 36 in.. 45c. Flexible steel tubing, 
3 ft. lengths, 12c.; 4 ft.. 15c.: 5 ft.. 
18c.; 6 ft., 92c. Cloth inserted tubing. 
he. per foot. 

Register and Radiator Shields.— 
Register shields, floor, $12 per doz. 
wall, $6 per doz.; radiator sheet steel 
adiustable, No. 1, $4 each; No. 
$4.50; No. 3, $5; No. 4. $5; No. 
$5.50: No. 6, $6 list. subject to dea 
ers’ discount of 33% per cent. 


HOLIDAY GOODS.—Jobbers in the 
past week have been getting some 
urgent calls for electrical appliances, 
pyrex ware and silverware, as these 
lines have been selling well and retail- 
ers have been putting it up to the job- 
bers to get the goods to them promptly. 
More advance buying of these lines 
would be welcomed by the jobbers. 


PAINTING SUPPLIES. — Turpentine 
has reacted in price to the extent of 
4c. per gallon since last accounts. 
Other items are at recent prices. Busi- 
ness is about of the usual volume for 
this time of year, or in other words 
not very heavy. 

Price to retailers: Ready mixed 
paints, best grates, $2.60 per gallon; 
lower grades, $2; white lead, 13\%c. 
per Ib. in 100-Ib. lots; 10 per cent less 
in lots of 500 Ib. or more and extra 4 
per cent less in lots of a ton or more: 
turpentine, 73c. per gallon in barrel 


lots; raw linseed oil, 11.3c. per Ib. in 
barrel lots. 


SKATES.—Roller skates have felt the 


, NS 





stimulus of sales for gifts, while cold 


weather has brought a decided upswing 
in the sales of ice skates. Jobbers 


quote: 


Roller Skates.—Union Hardware Co. 
line, No. 2, 70c. per pair; No. 3, 75c.; 
No. 10, $1. 05; No. 6, $1.55; Winslow 
line, No. 381% », $1.50; No. 38, $1.60; 
No. 38, rubber-tired, $2.50 per pair. 

Ice Skates.— Winslow line, No. 2110, 
65c. per pair; same, L. S., $1.12; No. 
2120, $1.20; same, L. S., $1.50; No. 
2140, $2.20; same, L. S., $2.50. 


SLEDS.—Demands have increased con- 


siderably in the past week, since there 
has been a good snowfall and to that 


| demand has been added that for 


Christmas gifts. Jobbers quote: 


Flexible Flyer, No. 1, $3.75 each; 
No, 2, $4.75; No. 3, $6; No. 4, $6.50, 
subject to dealer’ s discount of 33% 
per cent; Lightning Guider, No. 19, 
$1 each; No. 20, $1.20; No. 21, $1.40; 
No. 22, $1.60 net. 
SNOW SHOVELS.—Good demand for 
snow shovels has developed with the 
first real snowfall of the season. Steel 
shovels are getting the preference over 
wooden ones in this part of the coun- 
try. Jobbers quote No. 34, stee) shovels 
at $10.80 per doz. 


TOYS.—Jobbers have had a very try- 
ing time in keeping up with the belated 
demands that have come to them and 
some of them have found it necessary 
to work on Sundays in order to get the 
shipments packed and on their way. 


WEATHER STRIPPING. — This item 
still is moving with great steadiness, 
with metal stripping going particularly 
well. Jobbers quote: 
Meta-Felt, ™% in., $19.50 per 1000 
1: % @., $26 per 1000 ft.: cushion, 
all felt, No. 18, $2.40 per 100 ft.: No. 
19, $2.85 per 100 ft.; No. 20, $3.25 per 
Burfo, hard bronze, 3 and 4 ft. 
lengths, 5c. per ft. net. Numetal, 
5c. per ft. 
WINDOW VENTILATORS.—This is a 
line about which there is never much 
complaint over sales and the present is 
no exception to the rule. Jobbers quote: 
No. 01, $4.40 per doz.; No. 02, $4.80; 
No. 1, $5.20; No. 2, $5.60; No. 3, $6.40. 
WIRE PRODUCTS.—Fairly steady de- 
mand exists for nails, but the other 
items are not yet showing much life. 
We quote from Pittsburgh jobbers’ 





stocks: 
Fence Wire 
(per 100 Ib.) ma oe Galvanized 
Nos. 6 to 9 gage...... $3.0) $3.45 
| ergs se a 3.50 
SS a ee ves ame 3.55 
a Serer er 3.15 3.65 
Se re 3.25 3.80 
SS REE er. 4.00 
Oy SE cco ys eedecs wee 3.55 4.25 
SE. ME cubvasant adebice s 3.75 4.45 
Barbed wire (per 80-rod spool): 
ee SS eer $2.90 
PO EE cop ah bans oe sk ene cba ae 3.10 
ae” Tay ee ens Cee re Pe ee 3.35 
BE: CUREEED, 5 Scivsdnoa hoon es cous 3.10 
2-point cattle (special).......... 2.20 
Field Woven Wire Fence (per 100 
rods): 
DMEM s Sado: 5 ey. dwie cha buses Aes ae $39.00 
mS ORE Oey are eee eee 54.75 
BUNGEE. eee baguss.aS 6.5 oes shea oe 27.10 
DCU <cducdabvaukedece esa caw 36.15 
OS ae Sry San ery eee 35.00 
dl Or oe ret re 48.25 
Poultry: 
8 RS Se eS ee $35.60 
a ee er pee 43.00 
OL RS See feo eer ee 48.50 


Steel Fence Posts: 
Galvanized, Painted, 
Tubular Formed 
Be: fos heeevaswud BOC. BRED. is eccvcss 
a ...55¢c. each 38c. each 
5 ‘65c. each 40c. each 
7% | OLLIE SEDGE LG SEE 45c. each 
Bright nails. base, per keg, $2.85. 
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HARDWARE AGE for DECEMBER 29, 1927 

















SIMOND 


CRESCENT GROUND 
CROSS-CUT SAW 


They Sell Faster 
Because They’re Better 


Wherever Cross-Cut Saws are used there you 
will find that Simonds Crescent-Ground Saws 
are preferred by the great majority. Their 
quality and cutting efficiency is recognized by 
users. That is the reason the demand for 
these saws has always been foremost. 

When you sell Simonds Crescent-Ground Cross- 
Cut Saws you are giving customer satisfaction, 
which means more sales to you. 


Place your orders with your jobber now and 
get prompt shipment to meet this fall demand. 






































—— 


Se 








Last Week Holiday 
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Rush Was Hectic— 


New York Area Preparing for Inventory 


NEW YORK, Dec. 27.—Christmas is over but not forgotten. 


last week rush slow in getting started developed a terrific pace break- 


ing up both wholesale and retail stocks in silverware, electrical appli- | 
ances, toys, vehicles and other gift lines. 


were many rush orders, phoned and wired which could not be handled. 
Picy-up boys had a hectic time if they worked for dealers who appre- 
ciated the sales possibilities of Christmas time and were catering to 


this market. 


It is likely that wholesale buying will fall off until after the retailers 


complete their inventories. 


til early in February. 


Many of the jobbers have their stock re- 
cording completed Jan. 1, but the retail stores take stock during the | 
month of January and are seldom finished throughout this section un- 


Several manufacturers of tools have issued new price lists showing 


adjustments. 


the changes, but first glances do not suggest serious changes. 
It is too early to be more specific. 


changes are expected. 


ANTI-FREEZE SOLUTION. — Inter- 


Jobbers have not had opportunity to study and effect 


Other 





The usual , 


The last three days there | 


| Stocks appear good. 


524%, $1.27; 524146L, = 55; Plain Bob, 

10c.; Nickel Bob, 52c.; 424%, $1.60: 

1241%4L, $1.93. 

With shoes: No. 90 and 90L, $5.25; 

290 and 290L, $6; 295 and 295L, $6.50; 

212 and 213, $4; 95 and 95L, $5.65. 
LANTERNS.—Steady sale during the 
last quarter of the year at firm prices. 
Prices firm, and 


a good demand is expected to continue. 


SASH CORD.—Sales moderate. Prices 
unchanged. Stocks satisfactory. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Sash cord, Samson spot No. 8, 70c. 
to 72c.; Aetna No. 8, 3lc., and Phoe- 
nix No. 8, 38c. to 39c. 

No. 7 is le. higher and No. 6 is 3c. 
higher on all brands. 


SCREWS.—Buying for requirements 


until after inventory. Stocks are ade- 
quate among wholesalers. Prices ap- 


JOBBERS’ QUOTATIONS TO RE.- 


TAILERS, F.O.B. NEW YORK: 
Carriage bolts, 50 and 10 off list. 
Case lots, 60 per cent off list. 
Stove bolts, 80 per cent off list. 
Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 50 
per cent off list; 1% to 14%, 30 off list. 


mittent freezing weather has brought | 
such a heavy volume of sales that many 
dealers were completely out of stock 
and experienced some difficulty in re- | 
placement. Eveready Prestone is quoted Géach screws, 66 and 36 off list. 
to dealers by jobbers as follows: Gallon Case lots, 60 per cent off list. 

cans, $3.60;. half gallon cans, $1.80. Step bolts, 50 per cent off list. 

List prices are $5 and $2.50 respec- |CARPET SWEEPERS.—Was active 
tively. | throughout the entire holiday season. 


AXES.—Demand has been fairly good, ee eee Bi cocr 4 ok omngy 
but in common with other staples deal- TAILERS, F.0.B. NEW YORK: __ 
ers are buying requirements only until 


Carpet | sweepers, Standard, $3 
after inventory time. Prices are un- each; Universal japanned, $3.50 each; 
changed. 


Universal, nickel plated, $3.83 each; 

sone bn ry my ae. ag sock: 

Gran apids, nickel plated, $4 each; 

TAILERS. F. gph Se ge « RG iS RE- Elite, $5 each; Princess, $4.17 each, 

Ake texey pattern, 3%, to od Ib. and American Queen, $4.50 each. 
82% each; 4 -to 1.88 each. | 

Bow lots extra 5 per saat. 


Sterling, $2.10 each. 
CLOCKS.—Holiday demand particu- 
New England pattern, 3 to 4 Ib., y P 
$1.77 each; 3% to 4% Ib., $1.82% each. 


larly good. Prices the same and stocks 
Dayton pattern, 3% to 4% Ib., $1.82% 


sek: | Se: Bae cach. bee bt, | Ate Satiafactory. 

; ve e ch. ox lots 

of Dayton extra 5 per cent. JOBBERS’ QUOTATIONS TO RE. 
Rockaway~- pattern, 3 to 4 Ib., TAILERS, F.O.B. NEW YORK: 

$1.81% each; 3% to 4% Ib., $1.87 | Alarm clocks, Big Ben, broken lots, 

each, and 4 to 4% Ib., $1.92 each. | $2.29; dozen lots, $2.21; 2 dozen lots, 

Box lots extra 5 per cent. } $2.15; same luminous, broken lots, 
Boy’s axes, $1.14 each; box lots ex- | $3.16; dozen lots, $3.06, and 2 dozen 





tra 5 per cent. Boy Scout axes, with lots, $2.97. Baby Ben and Baby Ben 


sheath, ag each; box lots extra luminous take same respective prices. 
oy 


5 per cent. Scout axe, without | Ben Hur, broken lots, $1.76 dozen 
sheath, $1 ogeh: sheath only, 16% | lots, $1.70, and 2 dozen lots, $1.65; 
cents each. | same luminous, broken lots, $2.46; 

House axes, $1.11 each; box lots 5 | dozen lots, $2.38, and 2 dozen lots, 


per cent extra. 32. 

N. B.—There are 6 axes to a box. Black Bird, luminous dial, broken 
lots, $1.76; dozen lots, $1.70, and 2 
dozen lots, $1.65. Blue Bird, broken 
lots, $1.22: dozen lots, $1.19, and 2 
dozen lots, $1.15. Sleep Meter, 
broken lots, $1.40; dozen lots, $1.36; 


| 
BATTERIES.—Last minute rush for | 
holiday gifts was felt in this depart- | 
ment, there being a heavy call for radio oken j, dozen, lots, § 

. . i 2 ts, $1.32. J -O- - 
batteries all of last week. Prices con- rence Aon verti dial, Resto ote, $2.10: 


tinue firm. Stocks are satisfactory. | dozen lots, $2.04, and 2 dosen lots. 
1.98. American roken lots, $1.05; 
JOBBERS’ a ites a: RE.- : ; 
wt F.0.B. NEW YOR | Canoe lots, $1.02, and 2 dozen lots, 99 
Dry cells, No. 6, pelle ony type, Auto clocks, Westclox, plain, broken 
82%4¢.; No. 7111, same type, 35%c. lots, $1.76; dozen ‘lots, $1.70. and 2 
each. dozen lots, $1.65;. same, luminous, 
B batteries, No. 767, $2.62 each; in broken lots, $2.46: dozen lots, $2.38, 
units of 5, $2.44 each; No. 772 (ver- P 


and.-2 dozen lots, $2.32 
tical type), $2.62 each; in units of 5, a : 2 
$2.44 each: heavy.duty vertical type, ICE SH EES —Very active Christmas 
e 


No. 7 $3.40 eath; in units of 5, : . 3 
$3.17 ae Layerbiit, No. 486, $3.59 gift xpected to continue active. 
each; units of 5, $3.33 each. Prices are firm. Stocks appear fair. 


JOBBERS’ a gi ae ae. RE.- 
TAILERS, F.0O.B. NEW YORK 


Union Hardware line: 1624, “Bie. 


BOLTS AND NUTS.—Requirement 
buying until after inventory. 


Prices 








per pair; 5624, $1.12; $562414, $1.44; 


unchanged. Stocks ample. 


pear steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Serews, flat head, bright iron, 75- 


20-50-5; round heads, blued, 72% -20- 
50; round head iron, nickel plated, 
65-20-50; flat head, galvanized, 60-20- 
50; flat head, brass, 7214-20-50; round 
head, brass, 70-20-50. These dis- 


counts apply to standard screw lists. 


SLEDS.—Good gift sale, but due to 
lack of snow the demand does not ap- 
pear to be as heavy as was expected. 
Stocks are fair. Prices firm. A good 
snow storm would probably use up all 
available sleds. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 


Flexible Flyers, No. 1, $2.50; No. 2, 
$3.17; No. 3, $4; No. 4, $4.33; No. 5, 
$5.83; Jr. Racer, $3.50 and Racer, 
$4.33. These prices are each and are 
equivalent to a discount of 33% per 
cent off list prices. 

Fire-Fly sleds, No. 9, $1.14; No. 10, 
$1.37; No. 11, $1.71; No. 12, $1.94; 
Racer, $2. These prices are each and 
are equivalent to 40 and 5 per cent 
off list. 

Perfection baby guards for sleds, 
$1 each in case lots and extra 5 per 
cent. 


SNOW GOODS.—Little call due to lack 
of snow. Stocks fairly good and prices 
unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Snow shovels, $4 per doz.; Ames 


line, $9 doz.; galvanized, $10 doz. 
Pushers, 30-in., $2.75 each. 


SPARKLET SYPHONS. — Holiday 
trade very heavy. Trade expects a sub- 
stantial refill orders on this item. 
Prices are steady and wholesale stocks 
satisfactory. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Sparklet syphons, No. 41, $4.25 
each; in lots of six or more, $4 each. 
Sparklets, 9 7-12c. each packed in 
eartons of one dozen. Sparklet 
syrups, 50c. per pt. bottle. 

Extra parts, pin washer, 15c. each; 
piercing pin, 15c. each; tube and 
washer, 10c. each; tube washer, 15c. 
each; head complete, $2 each, and 
Sparkler holder, 50c. each. 
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A Woman Clerk in Your Hardware 


Store— 
(Continued from page 26) 


ing help. His store was in a small shopping center, 
where on Saturday nights whole families open up both 
ends of father’s pay envelope. 

It is the economy side of employing women that of 
course makes the initial appeal, as the salaries that women 
receive are lower. This is one reason for the large pro- 
portion of women in the hardware sections of depart- 
ment stores. Department managers say they would 
prefer a greater proportion of men if they could afford 
them. Every business man needs these days to have 
one foot on the brake and one on the accelerator. The 
“Five and Ten” has cut in and forced many merchants 
to meet them on their own grounds with similar methods 
of merchandising including cheaper help and inferior 
goods. In some cities the Dollar Store, or chain store 
which carries merchandise selling up to a dollar, is 
proving the most serious competitor, for a large propor- 
tion of their stock consists of hardware and associated 
lines. 

A manager of a very successful down town hardware 
store which has never employed any women, was quite 
apprehensive about this growing competition as far as 
he was concerned. “It is more than probable,” he said, 
“that we will have to change our methods entirely to 
meet this competition if many of these stores come to 
our city. With our present store plan our men are 
responsible for receiving and arranging their stock. 
If we decide to cut down expense and employ women as 
clerks in some of our departments, our method of operat- 
ing will have to be radically changed, as women could 
not do the heavy work which our salesmen now do.” He 
expressed himself as much interested in the part time 
proposition, as he believed a more satisfactory type of 
saleswoman could thereby be secured. 

Although women may be more and more utilized on 
the grounds of economy, they will be retained on the 
basis of their efficiency. The women holding such posi- 
tions at present are really on trial as far as their sex is 
concerned. I would say that the most successful have 
as their most marked quality, adaptability. They find 
time if they can to keep clean by slipping away for a 
few minutes to wash off a layer of that special combina- 
tion of grease and dust that settles down on all hardware. 
If they can’t, it is all in the day’s work. They find it 
difficult but possible to maintain just the right relation- 
ships with the men clerks, who sometimes think they are 
entitled to motherly sympathy and should be given sister- 
ly scoldings. They also must receive without return- 
ing it a certain amount of “joshing” from well-meaning 
but bad-mannered star customers. For the hardware 
store, in a town, has always seemed to me to be the 
nearest of kin to the old general country store. Men 
turn in its direction if they have a few minutes to spare, 
perhaps to look at a reel or gun they cannot afford. 
Contractors come in on rainy days to loaf and explain 
why they can’t pay up. The same greasy coverall-ed 
khaki figures from near-by garages pass in and out on 
errands many times a day. It is a big trade asset to 
make each one of them feel it is his store. 

Obviously there would be many women who would be 











Trowel 


A man might write a thousand words about 
Trowels, but none would mean so much 
to men who use Trowels as the name: 


W. ROSE. 
Good II’holesalers sell them. 


WM. ROSE & BROS., Sharon Hill, Pa. 
George K. Goodwin, Owner. 
Selling Agents 


Wiebusch & Hilger, Ltd., 110 Lafayette St., New York 
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POULTRY NETTING 


Galvanized Before and Galvanized c4fter Weaving? 
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_ € Look for the tag, carrying our name, at the end of every roll! 
=| The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldent Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and Gauges 
New York City Georgetown, Conn. Chicago Kansas City’ 
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The Carton the Handle 





“Seeing is Buying” when you display American King 
Handles in the new transparent display envelope. 

No better handles—finest quality, hand shaven selected 
hickory, air-dried, Axe, Hatchet and Hammer Handles 
all sell faster packed this way. 

Write for prices 


AMERICAN HANDLE COMPANY 
Jonesboro, Arkansas 











ibbey Owens 


flat-drawn clear 
sheet glass for windows 


Z 


THE LIBBEY-OWENS SHEET GLASS COMPANY 
TOLEDO, OHIO 





See 


that hole! 


Lakewood ncipbenneanet Weatherstrip 


The hole forms an air-tight cushion when doors or 
windows are closed against it. Wind, rain, or dust 
cannot get in. 

Made of poy prepared weather-resisting rubber 
that won't freeze, harden, or crack. Lasts for years. 
Very easily applied. Priced low to meet competition. 
Packed in cartons of 100 ft. and on reels of 500 ft. 
Sold at any length, cut from reels, at 7c. per foot. 


Send for Samples and Prices. 


The Lakewood Rubber Products Co. 
6927 Carnegie Ave. Cleveland, Ohio 











“GEM apsustasie 
REGISTER 
SHIELDS 


Compared with © other 
register shields the supe- 
riority of the “Gem” is 
very evident. Fits all size registers. Attractive 
and easily adjustable. Floor Shield retails at 
$1.50; Wall Shield at 75c. 
















140 BROADWAY. NEW YORK.N* 


BUY FROM YOUR JOBBER 






strictly out of place in such surroundings. But there 
are many others, both capable and refined in their bear- 
ing, who, in spite of the dirt, and in spite of this peculiar 
“give and take” atmosphere which is characteristic of 
a live hardware store, say most emphatically, “We 
like it!” 


Don’t Make Good Resolutions— 
Fix Things So You Can’t 


(Continued from page 21) 


Coolidge one entire week to acknowledge the receipt 
| of the pocket knife. The photograph came back by 
| return mail—some system! 
| ‘> 
| As I browse among books and papers, I gather up 
| clippings for these articles. These clippings accumulate. 
I have enough clippings on hand to cover a series of 
| articles for ten years. Still I go on gathering them. 
| Now and then, however, I strike an article that is so good 
—so interesting—that I feel like passing it to THE 
Harpwake AGE to publish in full in place of mine. Still, 
this would hardly be fair. Whether my articles are good 
| or bad, the readers of THE HARDWARE AGE seem to 
wish to hear direct from me and the Editor wants me to 
write my own stuff! He even gets a little nervous when 
I pass him too many statistics! He thinks I am just 
| filling up space! 





*x* * * 


Laying joking aside, if I were permitted to substitute 
a real good article in place of this one, I would quote 
verbatim an article that appeared in the New York Times 
on Aug. 28, 1927, about the United States, written by 
George Bernhard, editor of the Vossische Zeitung. This 
article sums up conditions in the United States as they 
appeared to a trained German journalist. It is quite a 
lengthy essay. It covers many of our national prob- 
lems. Bernhard discusses not only American business 
but American letters; not only our workers and the 
Standardized American, but also our American intelli- 
gentsia. Of course, in reading the article, one can easily 
see that George did not learn all of these things on his 
trip to America. He knew about them before he came, 
but when he arrived here his judgment, either one way 
or the other, was confirmed. 

. aoe 

The other day I happened to be in an arms factory 
where they manufacture automatic shotguns. Years ago, 
when I was the editor of The Hardware Reporter, I 
used to ask manufacturers to write articles for me in 
answer to questions such as: “What is the hardest thing 
to do in making an axe? What is the most difficult thing 
to manufacture in the form of a lock?” So, as I stood 
handling this automatic shotgun, I asked the expert 
manufacturer what was the hardest thing to do in making 
an automatic shotgun. 

ee 

Imagine my surprise when the answer was: “Timing 
the action.” “Why!” I said. “I did not know that the 
action of a shotgun had anything to do with time- 
keeping.” “Oh, yes!” replied this manufacturer. “This 
is the most delicate thing about the whole job. Don’t 
you know that when one of these automatic guns is 
discharged, it instantaneously ejects the shell, adjusts the 
new shell and cocks the arm for another shot? All 
of this is done by the force of the recoil of the gun. 
Now, while this seems to be instantaneous, as a matter 
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of fact, a number of operations take place in the fraction 
of a second. If all the parts of the gun worked at the 
same time, there would naturally be a jam. In fact, 
jams sometimes occur because the timing of an automatic 
gun or pistol is not right. The weapon must be so made 
that each of its parts, while it appears to act instantane- 
ously, actually acts in the order of one, two and three, 
but so quickly that the human mind could not follow the 
speed of the mechanism.” 
* -* * 


Then this factory manager told me a very interesting 
thing. There is a great, big moral to be drawn from this 
story. He said that during the war, in manufacturing 
automatic guns, it was impossible to get enough skilled 
labor, or to train the labor fast enough, to do the timing 
and the other final delicate work on the automatic 
mechanism. Therefore the workmen on automatic 
weapons were divided into several groups. The skill 
and experience of the workmen were taken carefully 
into consideration. The poorest workmen were put on 
the simplest tasks. Workmen of a higher grade of 
intelligence were put on the next task, and so on up 
to a group of a few workmen who did the timing and 
put on the finishing touches. 

* * * 


By adopting this method, while the quality of the 
work was not lowered, the output was largely increased. 
In other words, expert workmen were required to do 
only the most expert work. Each man was given a job 
in line with his skill and intelligence. 

me 


This little story, I think, might be considered by a 
good many organizations. How many of us who are 
supposed to be expert workmen are devoting a large 
part of our time to work that a much cheaper workman 
could do? How many of us who, after all, are very 
poor workmen, are trying to do the job of an expert? 
After all, is not the very keynote of organization the 
adjusting of the ability of the worker to the character 
of the work to be done? 

a 


Another extra-good thing I have read lately was in 
Forbes, the business magazine, issue of Dec. 15, 1927. 
It was an article by Herbert N. Casson, entitled: “The 
Key Men of Industry.” Mr. Casson writes in this article 
about the value of the work of foremen. He gives them, 
in a large measure, the credit for the success of Ameri- 
can manufacturing. He gives them the credit for our 
success in supplying the things that were needed in the 
World War. 


* * x* 


Here are a few quotations from this article: 

“Foremen are a class by themselves. Their lives are never 
described in novels. Their biographies are never written. 
No one, in the literary world, ever comes into touch with 
Foremen. 

“Yet in an industrial country like ours the Foremen are 
the men who bear the heaviest responsibilities. 

“They are the leaders and teachers of millions of workers. 

“All our hopes of greater output and lower costs are based 
upon the work of these Foremen. 

“Our industrial welfare, in a word, is what our Foremen 
make it. They are the Key Men of production. 

“We have never appreciated what Foremen can do to pro- 
mote industrial peace and prosperity. They have never appre- 
ciated it themselves. 

“If these articles can help to raise them to a higher status, 
and to give them a clearer idea of the importance of their 
work: and of the way in which it ought to be done, they will 
have served a very useful purpose.” 


Tf this first article is a sample of Mr. Casson’s stuff,” 





GREETINGS 


We take this opportunity 
to extend to our many 
friends in the Hardware 
Trade, some of them of 
fifty years standing, the 
compliments of the Sea- 
son and wish them a 
Most Prosperous and 


Happy New Year. 


CHAS. MORRILL, Inc. 


- 102 LaFayette St. 
New York City 














Quick Service 


Quick service in securing ATLAS 
Tacks and Small Nails may hold 
the customer. 


Immediate shipments right from 
stock—from either Fairhaven, 
Mass., St. Louis, Mo. 

The largest and oldest manufactur- 
ers of Tacks and Small Nails in 
the world, assures dealers of prompt 
service as well as known quality. 


Send for complete catalog. 








——~lA\ 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 
The est and oldest manufacturers of Tacks 


and Small Nails in the world. 
Established in 1810. 
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There’s a com- 






plete line of ADD to _ the 
Oakes Quality profits of your 
Products — all as well as business with 





will make 
money for 


No. 1 is the Oakes Best Yet 
Feeder—can't be beat for feed- 
ing large flocks on any kind 
of mash; sold with or without 
stand as shown. 


No. 2 is the “Sun-Lite”’ 
Oats Svrouter—the simplest, 
most economical device on the 
market for providing fowls 
with green food in winter time. 


profits 





a live line of 
poultry supplies 
such as Oakes. 









No. 3 is the Oakes Furnace 
Brooder—capacity up to 1500 
chicks; keeps all of them 
warm all of the time; burns 
soft or hard coal. 


No. 4 is the Oakes Adjust- 
able Roof Saddle for coal burn- 
ing brooder—saves special 
chimneys and fits any kind of 
roof. 


No. & is the “Economy” Hover—lamp 
heated. Low in price and easy to sell to 
all “small” poultry raisers. 


These are only five seasonable items 
from the complete Oakes line of nearly 
100. You can sell all of them! 


Below is shown the hall-mark of quality on 
poultry supplies. The Oakes trademark means 
“the standard of the world.” For twenty years 
Oakes quality and prestige have been steadily 


BIG CATALOG FREE 


Write today for ‘complete illustrated Oakes 
catalog and special “new dealer’s proposition.” 


increasing. 


yous 


Oakes Manufacturing Co. 
347 Dearborn St. 


TIPTON 


INDIANA 
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we look forward with keen interest to the other articles 


that are coming. 
tk * K 


There is no doubt that too much credit for success is 
taken in almost every industry—in fact—in every busi- 
ness, by the executives. In a good many businesses 
that have come under my personal observation, I find that 
some of the most terrible mistakes have been made by the 
executives. In some cases they have done almost every- 
thing wrong that it was possible to do wrong. In such 
cases where there has been a great lack of wisdom in 
the management of the business, I have known a number 
of businesses that have been saved by the high charac- 
ter of the foremen in the business, and by “foremen,” 
I mean not the top men nor the bottom men but the 
heads of departments, the sales managers and other 
‘middle class’ men who have handled the business, have 
done their part and have performed their task splendidly. 


* * * 


Following the idea of asking one question about a 
product, I have been wondering what the essential quality 
is that the executive of a business should have. I want 
the answer in one word. What is that word? It seems 
to me that the answer is “Wisdom.” Then let me ask the 
question: “What is the one quality, to be expressed in 
one word, that is most necessary in the employees of a 
business?” I have thought of a number of words, such 
as “dependability,” “loyalty,” etc., but it seems to me 
that the outstanding word that is needed in every busi- 
ness, whether manufacturing or merchandising, is 
“Accuracy.” If an employee is trained to be accurate; 
if he has an accurate mind and if he does things accu- 
rately, the chances are that he has the other qualities of 
dependability and loyalty. Yes, I must put accuracy 
first. Therefore, if my conclusions are right and if we 
have wisdom at the top of a business with accuracy in 
all the departments of the business, I believe such a com- 
bination is sure to succeed. 


*x* * * 


Well, now, let us see what 1928 will have in store for 
all of us. Let each one of us not try to reform during 
the coming year. Let us accept ourselves just as we are, 
but suppose we do try to have some real ‘good personal 
management in the new year. In other words, let’ us 
take the poor material (ourselves), that we have to 
work on and, by good management and by regulating 
things, make the most out of the materials we have. 
Happv New Year! 





Futile Chatter 


Sit on a train or street car or in some social gathering 
and listen to two people talking. Count the sentences 
and paragraphs that have anything whatever in them 
except mere noise. It will be found that about nine out 
of ten words need never have been said at all. And as 
for brotherly contact, it will be seen, often enough, that 
the voice noises are being made like the efforts of those 
who, in the blackness of night, find themselves in deep 
water and expend energy in swimming strokes. Plunged 
into conversation, the strokes of talk are often even more 
purposeless. There is no doubt about our chattering our 
lives away. There is not one of us who, challenged, will 
not say that we talk too much. 
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American Steel & Wire 
Company 





American, 
Royal 
Anthony, 

U. S., 
National, 
Monitor 






Steel Gates 
and 
Steel Posts 


These products are nationally adver- 
tised—made in the most up-to-date 
plants—are the result of more than a 
quarter of a century experience and 
are backed with the strongest possible 
guaranteg. You insure having satisfied 
customers and steady patronage when 
you sell any of the above brands. 


Dealers Wanted Everywhere 


American Steel & Wire 


Company 

Sales Offices: Chicago, New York, Boston, Cleveland, 
Worcester, Philadelphia, Pittsburgh, Buffalo, 
Detroit,Cincinnati,Baltimore, ee St. Louis, 
Kaneee City, Minneapolis, St. Paul, Oklahoma City, 
Birmingha: _ ccnnides "Dallas, Denver. 
Salt Lake "City . Steel Products Co., San 

Francisco, g B85. Portland, Seattle. 
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GLASS VALVE 
SEAT 


CYLINDERS] 





CORROSIVE 


he 
PERFECT 
VALVE 


You have heard 
the expression, and 
frequently, too, that 
“the cylinder is the‘ 
heart of a pump.” 

You, yourself, know the 
part it plays in water 
service. You are just as 
well informed as to what 
occurs when it fails to 
function. There’s no side- 
stepping the issue. Water 
by hand, wind, power or 
otherwise depends on 
the cylinder. 

Myers Cylinders are a 
standardized product. Styles 
and sizes for every need— 
highest quality — superior 
workmanship — best of ma- 
terials—exclusive features— 
are factors that have kept 
the “heart” of Myers Pumps 
in the right place. 

Dependable cylinders for 
any purpose—we_ supply 
them for use with Myers or 
pumps of other make. There 
is a copy of our late catalog 
with information and prices 
awaiting your request for it. 
Write or wire. 





SEA 


WATER SYSTEMS 
PUMPS FOR 
EVERY PURPOSE 
HAY UNLOADING 
TOOLS-DOOR 
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—ASHLAND PUMP AN HAY TOOL 
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Wood 
crews 


Rivets 
Roofing Nails 
Scratch Brush Wire 














THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Fr isco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 








Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

Mail Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 

Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the current Eighth Edition. 


Hardware Wholesalers find Verified List of great value in 
“‘checking”’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 











A “Wrench Store” in 
Condensed Form 


for 

i 2 5 85 

You'll be surprised at 
the volume of wrench 
business this attractive 
little display cabinet brings 
you. It’s stocked with a 

assortment, care- 
fully planned to meet the 
needs of the garage, ga- 
rage mechanic, car owner, 
, factory, etc. 

Contains all the most 
popular forms of wrenches 
including Tomahawk and Fits-a-Ford types. Sockets of 
CHROME NICKEL steel, toughest steel for socket use, 
tapered for easy access to the hard-to-get-at places. 

All-steel Cabinet in handsome dark blue and orange, 17 x 
23% x 10 in, with assortment of 62 Wrenches, Sockets and 
Parts, complete. Dealer net price $25.85. 

Write for Walden-Worcester Wrench Catalog 27. 
STEVENS WALDEN-WORCESTER, INC. 
Mire. Walden-Worcester Wrenches and Stevens “Speod-Up’’ Tools. 
Worcester, Mass. 


| STEVENS-WALDEN-WORCESTER 























Better Things 
Are Just Ahead 


for the dealer who makes his show windows 
attract customers by the use of the right ma- 
terial. 

The manufacturers who advertise in Hard- 
ware Age will be glad to supply the needed 
material, and each issue of Hardware Age 
will furnish you with examples of effective 
window displays that have proven successful 
for other stores. 


Hardware Age, 


239 West 39th St., New York City 






































“ACME” casters are ball BALL BEARING 


bearing casters. hey 
roll along silently and 
smoothly in any direction 
and protect the floor and 
floor covering. They are 
neatly finished, strong and 
sturdy. 


CASTERS 


We'll be glad to send a sample and give you full par- 
ticulars. Write us today. 








Send for Catalogue. 


From Your Jobber. 


THE SCHATZ MFG. CO., Poughkeepsie, New York 
Agents: J.C. McCarty & Co., 253 Broadway, New York City 





























Drinking Fountain 


Famous Star Fount 
Thick Insulated Walls 


for Mason Jars 


**MOE’S LINE”’ 


is a big, complete line of poultry supplies, 
and a satisfactory, profitable line to sell. 
Everything for the poultry man, fountains, 
feeders, hoppers, incubators, brooders, etc., 
all designed right, well made, and moderate 
in price. Make your store headquarters for 
this distinctive and popular line of Good 
Poultry Supplies 


Send for New Catalog—Now Ready 


HoEFT & COMPAN 


North Chicago, Iil. 


2305 Davis St. 











“Ff we : 
eS ji 


DOOR-STAY AND HOLDER 
Nos. 38 and 39 


The two curved arms “B” are of spring steel and 
furnish ample spring cushion. To hold the door open 
turn thumb piece “E.”’ This applies to No. 38 only. 

The No. 39 Door-Stay and Holder is identical to No. 
38, with the exception that thumb piece c’ is made 
a stationary block, so designed that, by applying a slight 
pressure to the door, this block will engage the curved 
arms ‘“B”, holding the door in an open position. A 
slight pressure at the handle of the door will either 
engage or release the hold-open feature. 


Circular upon request. 
THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 





Handle Bigger Business 
With Less Effort and Expense 


res 














is a fine example of 


This store of James McCullough & Son, Kittanning, Pa., 
e attractiveness of 


HELLER 


Business Building Store Fixtures 


Fine attractive displays sell more merchandise—convenient dis- 
plays require less effort and fewer floor salesmen. Inventory 
time is the ideal time to make the Heller installation you have 
been wanting. You inventory and move stock at the same time. 


700 Bryant 8t., Montpelier, Obie 
W. C. Heller & Co. 26 vercy si. Suite 500, New York City 
Send details and prices on items checked 


0) Display Tables [] New Type Saw Rack 
CJ New Design Cutlery Case ( Display Door Cabinets 
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NEW “YANKEE” 
BIT EXTENSION No. 2150 


Stands Abuse and Follows Through 
Bits Will Not Loosen and Pull Out in Work 


CANNOT JAM—A Yankee feature prevents jamming of bit in socket. 
NO JAWS to brezk. The square shank is held firmly by socket. 


WILL FOLLOW AN 11/16” BIT, OR LARGER 


4 Sizes 


15-18-21 & 24” 














The unique construction of this tool is at once recognized by electricians, carpenters, 
plumbers and all mechanics who use bit extension. It is nickel plated throughout to prevent 
rusting, with high polish on sleeve, giving it a fine appearance. 


i Show your customer the “YANKEE” Bit Extension with the “YANKEE” Brace No. 2100—a combina- 
tion of the two finest tools of their kind. 


NORTH BROS. MFG. CO., Philadelphia, Pa. 









































ALL 


Cleans s°¢ Furnaces 


Heating Stoves, Cook Stoves, Boilers, Pipes, 
Stove Pipes and Chimneys—Clean as New 


McKnight Hardware Co. of Pittsburgh shows good display on Lupton Steel Display Tables. 
Sell your stock thts modern way 


‘pas EssivEhardware mer- _ best advantage and keep every 


chants are proving that 
they can meet the most inten- 
sive competition by bringing 
their display and storage 
equipment up-to-date. 

The up-to-date equipment 
for hardware stores is Lupton 
Steel equipment—Steel Dis- 
play Tables, Steel Shelving 
an age od Door Cabinets 


which show more stock to 


Lupton 


item systematically in place 
for quick selling. 

Now is a.good time to in- 
stall Lupton Steel Equipment. 
Its cost is low and we'll help 
plan the layout. Complete 
catalogue free on request. 
Write for it. 

Davip Lupton’s Sons Co. 
2211-d E. Allegheny Ave., Phila. 


Steel Store 
Equipment 





NO WORK - NO DIRT - NO ODOR 


SIMPLY PLACE ON BED OF HOT COALS AND OPEN DRAFTS 


All the soot is quickly turned into a light, 
white, powdery ash that passes up the chimney. 


PACKED 36 PACKAGES IN A CASE 


Order thru your jobber or write us for prices. 


THE BOYER CHEMICAL LABORATORY C0., INC. 


2706 WABASH AVENUE CHICAGO, ILLINOIS 





CUSHIO 
TIRE 








Geo. W. Diener Mfg. Co, 
400 N. Monticello Ave., Chicago, lil, 
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J \ W. W. BABCOCK CO. 


Demet 


Spruce Only—Air Dried—Full Strength 
Send Us Your Order—We Pay Freight 
Can’t Sell Them If You Don’t Have Them—Get Latest List ° 


vie roa 














Bath, N. Y. 














Buffalo 





























This better Wire Cloth 


sells faster 


There's a reason for it. Over half a century of 
wire cloth manufacturing experience has placed 
“Buffalo” standard hardware grade foremost on the 
market. For quality, durability and adaptability, it 
is unexcelled. 

After the cloth is woven, it is thoroughly galvanized. 
This renders the fabric absolutely rustproof and 
firm, capable of withstanding more wear than plain 
steel cloth, and providing a smoother surface. 
Stock sizes range from 2 to 8 mesh, 24-30-36-42-48” 
wide. Any other mesh or gauge of standard hard- 
ware grade wire cloth on order. 


Send for Catalog 8 A-B 


BUFFALO WIRE WORKS CO., Inc. 
(Formerly Scheeler's Sons) Est. 1869 
518 Terrace, Buffalo, N. Y. 


ffalo 


WIE 


MADE UP TO A STANDARD—NOT DOWN TO A PRICE 








LOGIC 


When a customer 
want the cheapest wrench | 
can get,” 


says: “T 


it might not be amiss 
to suggest that such a wrench 
may prove the most expensive 
in the long run—if he values 
material and his knuckles. 
There’s no slip to a COES 
Wrench. 


Your jobber will supply 
you. 






Sizes: 
6” to 21” 


Wood or 
Steel Handle 


Rai rf we 


Ta) atalog 


wy 






COES WRENCH CO. 
“In Business Since 1841” 
Worcester Mass. 





SELLING AGENTS 
Ji GC. PROGR et Oe CO ii ov cia cent 253 Broadway, New York 


JOHN H. GRAHAM & CO...113 Chambers Street, New York 
Also 61 Shoe Lane, London, E. C., England 


FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 














-P 


No. 234, 1% In. 











No. 231, % In. 





Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to pre- 
vent the rubber head from pulling off. Write for full information. 


‘ELASTIC TIP CO. 





370 Atlantic Ave., Boston, Mass. 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a tented 
process we increase the density of t steel 
around the socket-holes, so that even the smaller 
* sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chee in 
the bottom. ‘The entire length of the ALLEN is 
utilized either for solid metal at the | coma or hear y” of socket 
for the wrench. All sizes in stock fro 1% in.; any 
length, point or thread. Also Socket- onl ce Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. tixrtForD, “Conn: 





We are in position to make 


IMMEDIATE DELIVERIES 


on Stove Pipe 
Stove Pipe Elbows 
Sheet Iron Heaters 


(Incl. all types of Gas Heaters) 


and Other Specialties 


JACKES-EVANS MFG. CO. 
1944 N. MAIN ST. ST. LOUIS, MO. 








She FEA a GHT creerers 


Thoroughly practical. Easily 
attached and removed. They 
gtip and hold securely. 


Made with woven Strap 
and Buckle. 


Size No. 3 for Men, Size 
No. 2 for Ladies, Size No. 1 
for Cuban Heels. 


Retail at 50 cents per pair. 
Dealers’ price $4.00 per doz. 
pair. 


Order from your Jobber, 
or we will ship direct C.O.D. 


Churchill Mfg. Co., 287 Thorndike St., Lowell, Mass. 





(-— Al) Sell PIPE CUTTERS 
that give Real Service! 


* Type Stand up under toughest work. Improved 
design. Made of highest quality materials. 


Equipped with knife blade cutter wheels. 
(LY) Write for new Catalog. 
ARMSTRONG BROS. TOOL CO. 


Barnes Type 314 N. Franciseo Ave., Chicago, U. S. A. 














Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

140 Maple St., DanVers, Mass. 


“Licensed under the General Electric 
Compary’s Incandescent Lamp Patents.’ 


Confidence in bangin, Brand 











FORSTNER BITS 






One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently 
it will bore any arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished sur- 


face. It is preferable and more expeditious than chisel, 
gouge, scroll saw, or lathe tool combined for core-boxes, 
fine and delicate patterns, veneers, screen work, scalloping, 
fancy seroll twist columns, newels, ribbon moulding and 
mortising, etc. 


The Peoguetiiive Mfg. Co. - - - Torrington, Conn., U. S. A. 








STHATION “a5 
HANDLES 


For Small Tools, Utensils, Electrical Gots, Ete. 
Enameling, both baked and air di 


STRATTON MFG. CO. eins Maine 


Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds ; oe 
the tack in position for_driv- i 10; Se ——_—J 
ing. Awarded the Silver Medal anal 

(the highest offered) at the Panama-Pacific Exposition. 
Good Profit. 


Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 











Makers of Every Kind 
PENN oy Screw, Nut and Bolt 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 














Plug Counterbore 

Made in two sizes, 

¥%4 and ¥Y4 inch. 
The Conn Valley 


Mfg. Co. 
Centerbrook, Conn. 
U. S. A. 


A Labor Saving Tool 





BAND “JT JE;NOX” saws 


QUALITY SERVICE 
UNIFORMITY OISTINCTION 
“The Tools in the Plaid Ber” 

AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS ~ GLASS CUTTERS 


} 
| Bb DS: BROWN @ SHARPE | 


DE MARK 


BROWN & SHARPE MFG. CO. Pr 
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ALABASTINE 


INSTEAD of KALSOMINE or WALLPAPER 


Sold only in 5-pound packages with trade-mark cross and circle 
in red printed thereon. 

A dry powder ready to mix with cold or warm water—ONE 
MINUTE AND IT’S READY TO USE. White and 20 colors—all 
numbered, easy to select from color card, and any tone through 
intermixing. Only wall brush and pail needed. 

Suitable for all interior surfaces—plaster, wall board, brick, 
cement or canvas. 

It is mot Kalsomine, but a uniform, lasting wall coating with 
a 50-year reputation for excellence—WITHOUT AN EQUAL. 

Covers more wall per pound than any other finish. 

Won't rub off if properly applied; but washes off easily when 
change is desired. Durable, sanitary, beautiful, inexpensive, non- 
fading. 

One package will cover about 350 square feet of smooth wall. 
30,000 stores sell Alabastine. 

These are days for inside work. Keep your stock well displayed. 


Thousands will ask for AT. A BAST I NE 
THE ALABASTINE CO., Grand Rapids, Mich. 











This Handsome Metal Display Cabinet 
Free with Every Premax Order 


There’s no time like the ee | 
present to cash in on ‘ 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 
Luxe Models. 


PREMAX PRODUCTS 


NIAGARA METAL STAMPING 
CORP keope your steck of 


Dept, HA-6 numbers cleon and 
Niagara Falls, New York orderly. 





The Promee Houseful 
creates selee and 


“4 
G 


Satisfied 


Customers 


Profitable 


“1 Chester, onn. 21-132 


ZR. Russell Jennings Mfg.Co, 








Fastest Selling Clothes Closet Hook 


Home owners, builders and everyone wants 
ont DACOR six in one clothes hooks. Holds six 
4 coat hangers without crowding or slipping, 

‘ finished in lacquered brass. Sells in sets 
of 3 or 12, complete with screws. 


SEND TODAY for display box 
of one dozen DACOR hooks if 
they are not in your stock now. 
Watch how fast they sell. 


DAVIS TOOL & ENG. CO. 













6481 Epworth Blvd., Detroit 











Instantly popu- 
lar—the fastest, 
universally use- 
ful wrench for 
the motorist. 
Keystone qual- 
ity. List price 
$2.00. 


Ne. 555 Keystone Soc-Kit 
~~ 
. Keystone 
Mfz. Co., 
Buffalo, N. Y. 


Sales Agent 
Surpless, 
Dunv & Co., 
a A New York, 

Chicago 











iaie MARK » 
SAMSON CORDAGE WORKS 
BOSTON, MASS. 


NY.) 5 an OO) 288) 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS +» COTTON TWINES 





Multiply 
Shovel Profits! 


Sell the Fulton Family of fire shovels—com- 
plete line of sturdy and attractive shovels that 
will give a lot of Satisfaction to your customers. 
Write for details today and get ready for your 
winter’s business in this line. 


Patent Novelty Co., Inuc., Fulton, Iil. 


The imposing nation-wide list of jobbers handling A-P 
lines is staunch proof of the fact that Allith-Prouty leads 
in Garage Door Hardware, Door Hangers, Overhead Car- 
riers, Fire Door Hardware, Rolling Ladders, Spring Hinges. 


Keep an A-P catalog handy. It will help close 
many money-making hardware jobs. Write for 
your copy today and name of nearest A-P jobber. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 
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lassified Opportunities 








Classified Advertising Rates 
Opportunity Exchange Section 





Set Solid, Minimum of 5 lines... .$3.00 


Each additional line........... -60 
All Capitals, Minimum of 5 lines.. 4.00 
Each additional line........... 80 


Average 10 words to a line 
Allow One Line for Keyed Address 





BOXED DISPLAY RATES 
BN Ste See re $5.00 
Each additional inch............. 4.00 





Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% 
off 


Remittance Must Accompany Order 


be addressed to box numbers. 


Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Positions Wanted Advertisements 
50% off rates quoted 








Address your advertisements and replies to 

Hardware Age, Classified Oppor- 

tunities, 239 West 39th St., New 
York City 


Harpwarp AGg is published each Thursday. 


Forms close Nine Days previous to date of 
publication. 





Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 











conflicting. 


January seventh. 





and Specialties 


A Message to Manufacturers of Short Lines of Hardware, 


House Furnishing Goods, Home Electric Appliances, Tools 


If you desire to increase your sales in the growing territory comprising the 
Pacific Coast States, this message is an invitation to discuss the subject with 
one who is generally credited with being a good Salesman and Merchandiser. 
Only a limited number of lines will be accepted; all kindred but non- 


Time contracts are not sought; nor will they be accepted. The writer’s sales 
ability has to produce results to justify a continuance of a Gentlemen’s agree- 
ment that may be discontinued at any time by either party. 


All Jobbers, many of the better Retailers and Manufacturers are acquainted 
with the writer’s work and results in the aforementioned fields. 


Appointments can be made for any time between December nineteenth and 


Address Box H-779, care of Hardware Age, New York 








BUSINESS OPPORTUNITIES 


BUSINESS OPPORTUNITIES 








FOR SALE 


trade. 


or write: 
Parkersburg, W. Va., 
re) 





HARDWARE STORE 


Well established business in Parkersburg, W. Va., occu- 
ying an excellent location which has been used for the 
ardware business for fifty years and enjoys an excellent 


Stock is clean, up-to-date in every particular and will 
at aeede (at cost or market, whichever is lower) around 


This is an unusual opportunity to acquire a going business 
with good-will assured the purchaser by reason of its 
location and is only offered for the purpose of settling an 
estate which must now be done within a short time. 


First National Bank, Trust Department, 


r 
James S. McCluer, Parkersburg, W. 


SPLENDID opportunity for good man. 
shop, 30” x 135”, with eit on four sides and plenty of skylights, 
8, situated in a town of 25,000 people, excel- 

lent location in business district, with a wonderful business, to turn over to 
party on reasonable terms. Capital required, $2,500 to $4,000. 
Address Box H-788, care of Harp- 


equipped with full set of too 


a 
This is a gold mine for a good man. 
ware AcE, New York City. 





central New York. 


H'arpware AcE, New 


and machines $60,000. 
. the business. James A. 


Call close an estate. Will stand investigation. 
York. 


FOR SALE—PATENT, SALES RIGHTS, tools stock and machines on 
patented hand tool now on the market. Total value of stock, equipment 
$25,000 cash, the balance in stock or interest 
O’Connell, 392 George St., New Brunswick, 





We will rent a fireproof tin 





FOR SALE—Old Established Hardware Business in city of 13,000 in 
Clean, up-to-date stock. Modern fixtures. Selling to 
Address Box H-799, care of 





freight service, main 











IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to industries locating in Newton Falls. 
Va., highways for trucking, the best supply of water in 

Executors of the Estate of G. W. Niswander, Decd. Mahoning Valley, right in the heart of the greatest industrial center in the 
J world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 





Three railroads, electric 
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Classified Opportunities 





BUSINESS OPPORTUNITIES 


POSITIONS WANTED 





Want to 


HHARDWARE—German Exporter, over 50 years’ experience. ot 
4Apply 


act as purchase agent’s representative; will be at New York shortly. 
Box H-797, care of Harpware AcE, New York. 


HELP WANTED 














Wanted — Experienced Hardware Men 


Men of proven ability—Salesmen, Managers, Quotation Men, Bati- 
mators, Stock Olerks, Order Clerks, Shipping Olerks, Packers, 
General workers and all office help. 

ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 
113 W. 42nd Street Bryant 7374-5-6 





Manufacturer with high-grade line desiring to become better established 
with the Wholesale Hardware and Mill Supply Jobbers of the South has 
opportunity to secure services of man having years of experience and 
personal acquaintanceship in this territory, and is thoroughly capable of 
putting your line across. ly manufacturer of quality goods who is 
willing to pay well for ability to render high-class service considered. m 
at present employed, but am looking for a larger opportunity, with its 
subsequent larger earnings. Address Box H-778, care of Harpware AcE, 
New York City. 


HARDWARE MAN thoroughly experienced in general Hardware for 
the past twelve years, competent to take charge of buying, also to manage 
men, 30 years of age, married with family, can furnish the best of refer- 
ence. Address Box H-800, care of HArpware Ace, New York. 








YOUNG MAN, AGE 20, WOULD LIKE tto learn Hardware, whole- 
sale or retail in \Middlewest or Southwest, but can go elsewhere. High 
school graduate. Not afraid of work. Can furnish reference as to hon- 
esty, etc. Address Box H-793, care of HARDWARE AGE, New York. 








ENERGETIC SALESMEN ealling regularly on Hardware Dealers, 
Furniture and Department Stores to sell nationally advertised cooking 
utensil. Commission basis. States east of Mississippi River. In answer- 
ing give full particulars. Address Box H-798, care of Harpware AGE, 
New York. 


WANTED—BILL CLERK—To price sales sheets and figure profits. 


Salary $100.00 per month. Louisiana—Address Box H-791 care of Harp- 
ware Acz, New York. 


POSITIONS WANTED 




















§Manufacturers Please Note 


I Will Represent You in Northwest Territory 
As Follows: 


I will sell your line for shipment from factory, or I will 
carry a stock for you, and ship from Minneapolis. 
Billing and collection to be made by you, or, I will buy 
your goods outright and carry a stock. 

Can furnish warehouse space, small organization and 
some capital. ‘ 

Prefer to represent one high class factory, with volume 
line, for Hardware and Department store trade. 

Will also consider three to five lines that will work 
together. 

Can furnish record of past performance that will fully 
satisfy anybody. 

Twenty years as salesman, sales manager and general 
manager for large hardware jobber. Can’t afford to 
consider any but a proved Reliable line. Address Box 
H-802, care of Hardware Age, New York. 


EXPERIENCED BUILDERS HARDWARE SALESMAN DESIRES 
a position with Manufacturer, Jobber or Retail store, capable of takin 
charge of a Builders Hardware Department, references readily devised 
Address Box H-789, care of Harpware AGe, New York. 


SALES ACCOUNTS WANTED 











Manufacturers’ Representative 


with 15 years’ experience selling to the Hardware, Auto- 
motive, Electrical and Radio trade is open for one or two 
additional accounts of reputable manufacture to represent 
in the Metropolitan district. Address Box H-801, care of 
Hardware Age, New York. 








Chicago Sales Organization 


with warehouse space, good rating and bank-¢onnection, calling on 
the jobbing and retail hardware trade and on Lamp, Lighting Fixture 
and Metal Furniture Manufacturers in Chicago and nearby territory, 
wishes to represent reputable Manufacturer or Firm in high-grade 
staple or specialty line for above trade, on full time or side line 
Highest credentials since 1924. Address P. O. BOX 1041. Chicago. 
Ill. 

















SALES REPRESENTATIVES WANTED 





MANUFACTURERS’ REPRESENTATIVES 


Chicago District, Missouri, Kansas and Florida for fast selling house 
furnishing line, comprising Bathroom Fixtures in Nickel. White 
Enamel and Porcelain; Tubular Smoking Stands, Juice Extractors, 
Lawn Sprinklers, Casserole Frames and Dollar Blectric Stove. 


Only established men wanted for this well-known line. 
THE BEARDSLEY MFG. COMPANY 
Waterbury, Conn. 

















HELP SPECIALISTS 
FOR THE HARDWARE INDUSTRY 
ALE AND FEMALE 
BVBRY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMBS THB WEBKLY SALARY INVOLVED 
ABBYE EMPLOYMENT AGENOY, INC. 


Remington Building 
113 W. 42nd Street Bryant 7374-5-4 








WANTED—Hardware and Sporting Goods salesmen of mechanical 
ability to call on retail trade in eastern territory. Leading line Gasoline 
Pressure Stoves, Camp Stoves, Water Heaters, Radiant Heaters, Lamps 
and Lanterns. Must give Bond and drive pwn car. Address Box H-784, 
care of HarpwaAre Ace, New York City. 





articles has opening for three or four first class salesmen to cover Eastern 
and Northwestern U. S. Fine opportunity for ambitious young men_ of 
proven ability. We have the best known and most widely advertised line 
on the market. Address Box H-790, care of Harpware Ace, New York. 














for a position as an executive of a firm adjacent to the Metropolitan 
District or as an assistant to a busy executive is desirous of obtain- 
ing such a tion. 

Sixteen years’ engineering experience in the shop, drawing room on 
esign, planning control and production of product. Last seven years 


in the actual sale of distribution of product through the jobber. Age 
37, married, engineering education. Best of references. Salary 
desired $5,000.00. Address Box H-796, care of ARD- 
WARE AGE, New York. 














EXPERIENCED HARDWARE SALESMAN with versatile selling ex- 
perience, good following. Eight years with prominent manufacturers agent, 
covering New England, New York, Ohio, Indiana, Kentucky. Selling job- 
bers and retailers. Can specialize on 7 Seeking a wider field 
bigger opportunities. Address Box H-792, care of Harpware Acz, 

ew “York. 


HARDWARE MAN, AGED 24, thoroughly experienced in general hard- 
ware and stoves, electrical and automobile supplies. Having had six years 
retail and one year wholesale experience. Desires to make new connection 
with a large concern. Can furnish excellent references. Address Box 
H-795, care of Harpware Acz, New York. 











ae . 
MANUFACTURERS OF COMPLETE LINE of Lawn Sprinklers wants 

6) Sales Representatives for the best Sprinkler Proposition in America. Nation- 
A GENTLEMAN WITH QUALIFICATIONS THAT fit him ally known line. Good commissions and credit for reorders. Some very 
Answer at once stating 


up. 


choice territory open. Season just openin t 
x L. Manufacturing Company, 


lines you handle and territory wanted. 
3806 Montrose Ave., Chicago, III. 


COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of HArpware Ace, New York 











MANUFACTURERS of full line of Enamels, Polishes, and Cleaners 
want local representatives in all important cities, to call on Hardware and 
Automobile trade. State experience, lines handled, and territory covered. 
VELVET SPECIALTY CO., INC., 2214 Livernois Avenue, Detroit, Mich 

WANTED—Reliable salesman now calling on the Hardware and Furni 
ture trade to sell a very popular full porcelain coal range. Price reasonable 
and big repeater. Territory open—Ohio, Michigan, Pennsylvania, Virginia, 
West Virginia. North and South Carolina. Liberal commission. ROCK 
ISLAND STOVE COMPANY, Rock Island, Il. 





SALESMEN by Manufacturers’ Sales Representatives, experienced sell- 
ing tools, hardware, New York District. Acquainted retail trade. Liberal 
commission. Write full particulars, age, experience, references. Address 
Box H-803. care of Harpware Acre, New York. 
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THE VER INDEX is lished as @ convenience and not as @ part of the advertising contract. Every care 
- —_— = allowances will be made for errors or failure to insert. 
A Deiter Wear CB. oes cdccwsciesse — | Corbin Screw Corp............ 54 | Graff-Underwood Co. ......--- —- 
am Bissell Carpet Sweeper Co..... — | Corcoran Mfg. Co............- — |Grand Rapids Hardware Co.... - 
Bene Geet Us a o's6ses ccowese . 
' . ; 2 ee eee erry era — | Cordley & Hayes.............- —|Gray & Dudley Co............ -—- 
Ajax Electric Specialty Co..... _ ‘ é ‘ 
x Blaisdell Pencil Co............ — | Crescent Tool Co.............. — | Green-Case, Inc. .....00ccccses _ 
I COR Kb ca savas cewsen 55 . . 
fe Bommer Spring Hinge Co..... — | Crosman Arms Co............. Green Company, Inc., The..... — 
Pantin Pacer Ce. oiicsesenices _ ‘ : 
- a Sg APs) Ww nnsvncdsxss — | Cyclone Fence Co............. - Greene, Tweed & Co.......... — 
Alexander Hamiltion Institute... — i J . oe 
. Boston Vareish Co... ....0.20. _ Greenfield Tap & Die’ Corp.... — 
Allen Manufacturing Co....... 54 D : 2 3 
An M lected Cc Bowen Products Co............ — Greenlee Bros. & Co........-- 
aad Pp ae mai ar cymes mn Boyer Chemical Laboratory Co., Damascus Steel Products Corp. — | Griffin Mfg. Co...........-+-+ 13 
Al . : hag nicl EP he vee BE acokcesuusosssetane™ wus 52 | Davis Tool & Engineering Co.. 55 | Grigsby-Grunow-Hinds Co. — 
Alsteel Mfg. Co..............+. a en ee ae ee __ | Day-Fan Electric Co.......... Griswold Mfg. Co..........+.- ga 
eo a ee eee ag Pore Mig. Co __ | Dazey Churn & Mfg. Co....... " 
Aluminum Cooking Utensil Co... — te a - : 
oa ‘ G Decaus 2 Bridgeport Screw Co.......... 50 | De Laval Separator Co........ H 
c Mz 2 - 5 : 
“ a ictal re Bright Star Battery Co........ x Deming Co., The.............. Oe oe a Se Oe er 51 
: a oe ene hr ia cal ies i 6 OO Oe ee — | Detroit Torch & Mfg. Co...... Hercules Chemical Co......... 
peers Re “***** .““"T Brown Fence & Mfg. Co. H.L. — Detroit White Lead Works.... Hercules Powder Co.......... a 
American Chain Co... __| Brown & Sharpe Mig. Co..... s4 | Devoe & Raynolds Co., Inc.... —| Herschel Mfg. Co., R.....--- — 
 eN Piet la a... ate eee — | Dexter Co. .........seereeeees Hill Brass Co, Ni 'N......... - 
oi: wait haps ye Sl deta rh eis Miata. Clissscussssoss __| Diamond Calk & Horseshoe Co. Hillerich & Bradsby Co....... _ 
merican Fo & gs ee _ i i 
clicinas i M Pst a Buffalo Wire Works Co., Inc.. 53 Diamond Saw & Stamping Co.. Hoeft & Co........-eeeeeeees 51 
Pi A ° : — Pines ra ecmins Giettee Gesccsic. o>. __| Diener Mfg. Co., Geo. W..... 524 tidiner See: Ws cc05c0s0055 on 
Ameri a oe x wae ee TEE Di kasd veseaccss — | Dietz Co., R. E.........+++--- — | Hoppe, Inc., Frank A........ = 
ican Nationa Deccceccoe —_— ; ort C 
: : Burnley Battery & Mfg. Co.... — Display Material Co........ Horton Mfg. Co........-.++- “ 
nertom Radioter MO on nresins a7 Disston & Sons, Inc., Ilenry... Mowes (ai; Bs Mos ci. ccs0s. dose — 
er eg wa ee cat oe : Dixon Crucible Co., Joseph.... Huenefeld Co., E. H......... _ 
nepvanane ae & ae Co. ..54, 62 2 Domes of Silerice Co., Inc..... iane & Sees, William........ ir 
scares Serew Co...... canis 10 Cable Sussly Co.........-02.- __| Donley Mfg. Co., The......... — Hunt, Helm, Ferris & Co..... ce 
cae a a RN ~ | Caldwell Mfg. Co...........-. — | Double Action Electric Co..... Hurley Machine Co.......+... _ 
: seen ms ae zs re euler Carhorundum Co. .........-+- — | Dover Mfg. Co............... Hygrade lamp Co...........- — 
American Steel & Wire Co.... 49 Duluth Show Case Co . 
; : Carolus Bite. (0.6 0.660-cccss Re tat ee ee 
American Stove ('0............ —i DuPont de Nemours & Co., 
ls Casement Hardware Co........ - I 
American Telephone & Telegraph : ; E. I 
Co Chain Products Co............ Pe Tee 0 area Imperial Bit & Snap Co....... — 
American Wire Fabrics Corp. . on ~ oe woeful aH E eres vi ih nies a 
Ames Shovel & Tool Co....... - ae pee fea net ee "| Baste Lock Co..............-. eee oe ; a acta 
Aaeter Post Fanee Co........ 2 seman orn Cheniical Co. Eagle-Picher Lead Co.......... Indiana ye & ar Rpaticn «% 7 
Anti-Borax Compound Co...... _ _—— 2 pe ragage a aa ~ | Eberhard Mfg. Co...........-. ee enon oH athe 
Mei Mik Oe. cosas ox ccs ae gp Dl snkevonvas — | Economy Plumber Co.......... International eet Sette Ss 
Apex Stamping Co............ _ ieee eller Skate Co....... —1 lastic Tip Co. .sscocseccorive 53 caiensiy oapommagel Co... eens. ar 
tie hs: = a ae - SP eee —] Electric Sprayit Co., Inc...... Irwin Auger Bit Co........... ape 
ieianenety Mane: Bet On... s4 ae Spring Hinge Co...... — | Evansville Tool Works........ Ives Co., H. ee Monch e his ok ows - 
Aiedines Mile Co....«....... = Churchill Mfg. Co....... pees 54 Everedy Co., The...........-- Ives Manufacturing Co........ sia 
Clayton & Lambert Mfg. Co.... 13 Ives Mfg. Co., W. A.......--- — 
Areirony Mie. Co............ -- ‘1 B I ' 
deceit Meaty Bess. ssc: ca: = ——e ros., a5 PP eLeTe oo F Ewan Brothers ........:.s000- — 
Atkins & Co., E. C........... PY rap eneee <0 om ego HE aide tenhioxcingel aegalieaiett i edntas J 
ie ae 47 SERS CON EY Ge-+..-» — | Fate-Root Heath Co. .......... - 
Cleveland Wire Spring Co..... — | Faultless Caster Co........... Jackes-Evans Mfg. Co......... 54 
Coates Clipper & Mfg. Co..... — | Ferdinand & Co., L. W........ Jennings Mfg. Co., Russell..... 55 
B ate WON DR. sive ceesss 53 | Folsom Arms Co., H. & D..... Johnson Arms & Cycle Works, 
Babcock Co., The W. W....... 53 | Coldwell Lawn Mower Co...... — | Foster Bolt & Nut Co......... 8 CS ee 8 
Backus Jr., & Sons, A......... — | Columbia Tire & Rubber Co.... —]| French Battery Co............ a 
Banks Steel Post Co........... — | Columbian Rope Co........... - K 
ge |e i: eae — | Comstock-Bolton Co. ......... _ G TREE OO0 0655s che ties oes a 
PIO: cindnravnkeccis ke dee — | Congoleum Nairn, Inc......... wm tet Ge, Bi Big BRS ocd ces ce sh NNER TO. oc. 55:05:00 d0nsesees ae 
er NE TODS 5 cco ceu dicks cue — | Connecticut Valley Mfg. Co.... 54] Gendron Wheel Co............ — | Kelly Axe & Tool Co.......... _ 
Pe EA GAs ii sic ic cdenicvss 46 | Connors Hoe & Tool Co....... — | General Chromium Corp....... — | Keuffel & Esser Co............ _ 
ee he 2 > eee — | Consolidated Electric Lamp Co.. 54 | General Fireproofing Co........ — | Keystone Lantern Co......... a 
gg Oa ee : Ae — | Continental Paper & Bag Mills General Wheelbarrow Co....... — | Keystone Mfg. Co............ 55 
BE A, MORN s.05 01005000 ves _ DO ehiseebinckssetiesies — | Gilbert & Bennett Mfg. Co..... 45 | Keystone Steel & Wire Co..... _ 
Berry Brothers, Inc........... — | Continental Screen Co......... — | Globe Stove & Range Co....... — | Kimball Bros. Co..........00. -- 
Berry Lawn Edger Co......... — | Cook Company, H. C.......... — | Gold Medal Products Co....... — | Klein @ Sons, M......c.cceres _ 
Bethlehem Steel Co........... Se Rees Bee Oc adsos seiasnacc — | Goodell-Pratt Co. ............. —| Kohler Die & Spec. Co......... — 
Better Homes & Gardens....... — | Corbin Cabinet Lock Co....... — | Good Housekeeping ........... ee eee ee — 
THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 
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z. New York Wire Cloth Co..... — | Rock Island Stove Co......... Toledo Metal Wheel Co.......- — 
Lakeside Forge Co __| Niagara Metal Stamping Co... AY SE oe Toledo Wheelbarrow Co....... — 
Lakewood Rubber Prods. Co 46 Nicholson File Co............ — | Rose & Brethers, Wm......... 45 | Trimont Mfg. Co........+-+- -— 
Lamson & Goodnow Mfg. Co ae Norcross & Sons, C. S..... in Se CMR acs ccesccsnes - Trow & Holden Co..........>- — 
Lamson & Sessions Co. 11-12 North Bros. Mfg. Co......... 521 Ruberoid Co., The............ Tubular Rivet & Stud Co...... a 
Geli Bed Go, Tr........ Northern Rubber Co.......... —{ Ruby Chemical Co............ Tucker Duck & Rubber Co.... — 
Larkin’ Co, J = aa a Norton Door Closer Co........ anf NE PE CO a ied oe tedeecdins - Turner & Seymour Mfg. Co... — 
Ries tani San cei <a Russell, Burdsall & Ward Bolt Turner Brass Works.......... — 
v er Goods Co = 
<i Oo i ee ae = fame «ccs seeens — 
,Libbey-Owens Sheet Glass Co.. 46 Bs i Co., Tol ee yee 
: : ussell Cutlery Co., John...... - 
RGD ME ck vacasechdacacce _ oo Mfr. - Hop de A. dt 48 ; ; U 
Se _ | Oliver Iron & Steel Co........ a s Undeshit Wiee oi.55 5 6c oe cede _ 
Lowell Specialty Co........... — Oneida Community, Ltd....... “ay Union Hardware Co.........- 9 
Patiin Bute Ca ........... 3 Ouiario Keite Co. 60k occcee et SUCRE, PRs, OME io is.c55.00 0:00 Union Steel Products Co...... — 
Lupton’s Sons Co., David...... 52 Osborn Mfg. Co..........+++. —] Samson Cordage Works....... 55] United Hardware & Tool Corp. — 
Osborne & Co., C. S.....-+++s 8| Samson Cutlery Co........... United Publishers Corporation — 
M Oster Mig, Co., Joun: . «200 — | Sand’s Level & Tool Co....... United Royalties Corp......... = 
Sanitary Receiver Co.......... —1U. S. Chain & Forging Co..... ome 
McDougall-Butler Co., Inc..... - P a | ae ne > ee we 
McKinney Mfg. = tet e ee eeee 16} Pacific Rim Tool Co..........- — | Sargent & Co...........-.---. — | Universal Industrial Corp..... - 
Malleable Iron Fittings Co..... SR ea oy bP occ ce _-) paweme Agims Coens o5. 6.66550 Utah Radio Products Co...... = 
Mansfield Tire & Rubber Co... — Palm Fechteler & Co.........- i | S|. kf Re ae 51 
po A 6. ee —} Patent Novelty Co.........-0- 55 Schollhorn Co., William....... Vv 
Marlin Firearms Co........... — 4 Eamon Geoteert: Co. .ic.608.05 | Schrade Cutlery Co........... Valentine & Co......-.+-++5++ = 
Martin-Senour Co. ........... — | Peck, Stow & Wilcox Co....... __| Schrader’s Sons Co., A........ Vaughan & Bushnell Mfg. Co.. — 
Martin Varnish Co............ —| Peerless Level & Tool Co...... _| Segal Lock & Hardware Co... Vaughan Novelty Mfg. Co..... 
Beemer TOE C6. ods. cicisess — | Penberthy Injector Co......... __| Seymour Prods. Co........... VGIROE THM caked ccessiocas 50 
Maydole Hammer Co., David... — Pennsylvania & Atlantic Sea Shapleigh Hardware Co....... — | Vetter, William L............. = 
Mayes Bros. Tool Mfg. Co..... a pekne tiie AGSG cs. «s _| Shelby Spring Hinge Co....... WMO lr asic bo Cdn ows cee — 
a ee ae — I Penn, Lawn Mower Works.... _| Sherman Mfg. Co., I. B...... ™ Voos Company, The........... os 
Meisselbach Mfg. Co., Inc. Perfection Stove Co., Inc...... _ | Sherwin-Williams Co. w 
SES aioe .ch Ghd «weiss cow 6 — | Phenix Mfg. Co Sidney Archery Co............ 
Mindi o EF gs cpa ae I EE Bele K oie Wall Mfg. Supply Co., P..... -- 
Metalcrait Corp. ........0000- —| Philadelphia Lawn Mower Co... _ | Sidway-Topliff Co............. Walworth Co e. 
Metal Sponge Sales Corp...... ——1 Pipe Latstte Co. 2... ccc _| Silver Lake Co............... . Ww Mf c 1 a“ _ 
Metal Ware Cor Saat F Si ) Steel C eee Pee 
2 re Tree aS | a 0 a re _}| Simonds Saw & Steel Co...... 43 * . 
Milbradt Mfg. C ; ¥ ‘Ht Warren Tool & Forge Co...... - 
Milbr See eer —]| Pitcher Co., Inc., Hugh....... _ | Simplex Radio Co............ Washt Co., Tt 
Millers Falls Co = ; ¢ . Ss e h & Cc D B ashburn 0., MO wcccccceces — 
Diesseesrceececs Pittsburgh Plate Glass Co...... — | Smit 0, D. B.......... — | wasen Mfe. Ce., L. 8 t 
Modern Grinder Mfg. Co...... 10] Pittsburgh Steel Co........... —| Smith, Inc., Landon P........ : Reon - as 
Moline P ae Ye : ‘ Western Cartridge Co......... — 
oline Pressed Steel Co....... —| Plumb, Inc., Fayette R........ —_| Smith & Sons, Inc., Seymour. . . , 
icin Caen Ceasl Cc 6 ‘ zs 5 Western Importing Co......... —- 
p Forging Co....... Popular Science Monthly...... eo ee Try Wheeler hi & Mfg. C 
M Push Pin C - ; aes : eeler Radiator Mfg. Co... — 
pore Tues Tin COs. .... 5.6. Pacter Tas BE Be ook cdo eka s Lo SOMO EB so niga 0805 ees es : , . . 
Morrill. I Ch 47 : - Wheeling Steel Corp.......... oo 
orrill, Inc., ee eee Pratt & Lambert, Inc.......... == | Space Saver Dish Co.......... White Co., H. C a 
Morse Twist Drill & Machine Praniing ViserG8 As. sow cosece ae ee _ ing <a a etait 
Cc aes : : ree Cis: Bi Oe Be Since estes —_ 
DO. seceeererececcrsererees —| Pressed Metal Prods. Co...... — | Special Chemicals Co.......... White Mfg. Co., Julian M 
1 J i Cen. seem ae 
Mosler Metal Products Corp... Progressive Mfg. Co.......... 54| Standard Electric Stove Co.... an 
iustics Res ‘Co — : : Whiting-Adams Co. .......... — 
Oe vecssesceees Prep Cs. Med aa Ben05 — | Standard Oil Co. of N. J....... —F Gibines (Cox Vincent 
r Cae, ener pe ee — 
Murphy’s Sons Co., Robert..... —] pyrene Mfg. Co........2.-00-% ain CUNO ME ICs 0.055000 t050 ae 
Minghy Veraich Co ~ nee , Wickwire Brothers ........... 61 
Raha Srieee-ga Pyrex Sales Division.......... —] Stanley Works ............... Wiskalee Seems Seek Ca 
. 5 ote Desee = 
Murray Rubber Co............ _ Starrett Co, L. S............ ee C , 
Myers & Brothers Co., F. FE..49, 52 R Stearns & Co., E. C snsciceleesiteaia di teaapa leben a 
E ei ’ deme Scat oe Winslow Skate Mfg. Co., Sam- 
Reading Iron Co......cccceces — eG ed —, Co... ; es ME, SRE de PEE ian 
N Reed & Prince Mfg. Co........ — | Stevens Walden-V — Inc. 50 Wise @ Sone Cas, Jo ceed sccscc se 
National Automobile Chamber Reese Padlock Co............. = a & rearing capelch aaa 5 Wet COMMS. Cis ek shise ste - 
of Commerce ...........++. s| Remington Arms Co., Inc.... 39, 1] Stratton Mfg. Co......... s++ 34) Wolverine Supply & Mfg. Co... — 
es er —| Reo Motor Co.. .......+.... core er Corp. * Aamerieh Wooster Brush Co............ a= 
National Carbon Co. ......... nts | Wee COs os ovens ces i rancineed enrenngpieas Inc..... Worthington Co., George...... -= 
National Enameling & Stamping Reznor Mfg. Co.............. — | Superior Ladder Co........... Wright Steel & Wire Co., G. F. — 
Ee ee as —| Richland Rubber Co.......... — 
National Lead Co. ..........- —_| Richards-Wilcox Mfg. Co...... 41 T 7 t Ps : 
Natiens! Miz. Co. ............ _| Rittenhouse Mfg. Co., J. F..... —| Tac-Ezy Metal Weatherstrip Co. Vale'S Towne Temp, Co... ..-. ae 
National Sign Stencil Co...... ee ae eee Si} Tener BRIG. CG. c cs secs Z 
New Haven Clock Co......... a= | Rohertson, Arthur R.......... 8 OE re anf LERUM Radio Corp... ciciccese - 
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This is not the type of man who reads the 


CLASSIFIED 


OPPORTUNITIES SECTION 


The energetic young man above may be a clerk, 
resting up after a hard evening in society. Or, 
he may be a “rising” young dealer who has not 
yet started to rise. At any rate, he is not the 
type of man who reads and uses the Classified 
Opportunities Section. 


If you are looking for a wide-awake clerk, a 
top-notch traveling man, a business man with 
money to invest, or a hardware dealer who is 
in the market for another store—use the 
Classified Opportunities Section, because these 
are the very men who read it weekly. 


Vey Vea eae, 


Wise Dealers 
Read and Follow 





239 West 39th Street 
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New York, N. Y. 
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WICKWIRE BROTHERS 
Hexagon Poultry Netting 






Poultry owners often ask: “What makes 
Wickwire Brothers Poultry Netting /ast 
so long?” The reason is because it is 
made of Open Hearth Steel which is 
superior to Bessemer because it is far 
more rust resisting. 















Another reason is the thorough coat of good 
quality galvanizing we use which gives added 














Our Other Products 


protection. 
Include 


The Wire is drawn in our own mills and all 
Graduated Poultry Netting processing through the Steel Plant, Rod Mill and 
Galvanized Hardware Cloth ; 


: Wire Mill is under our constant supervision. 
and the following brands 


of Screen Wire Cloth Our products have maintained a national reputa- 
Cortland Black Enameled . . haa , : 
; tion for quality and satisfaction for more than 
Graywick : d 


White Metal Finish 50 years. 
Wickwire Premier 


Wickwire Bronze ell the best and hold customers 


Your Jobber Will Supply You 


no 
: et] 
y FUR 





9596 % ea a @ a *atete* i iti PD 
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Las. a ED Harpware AGE for DECEMBER 29, 1927 
HACK SAWS -> ‘s BAND SAWS 
SCREW DRIVERS L EF: N OX GLASS CUTTERS 


Greeting 





aoa ode ed 
great lirje of | f 
aws an things: 


“The Sooty in the Peaid Bor” 








